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O FAR as the automobile in- 

dustry is concerned, Los An- 
geles seems singularly free from 
labor trouble at the _ present 
time. I find this on my annual 
peregrenation to the west coast 
as I cock the old ears, listen to 
what leaders of the automobile 
business tell me and read the 
papers. Labor in the automotive 
plants here seems well satisfied. 
The mechanics in the shops of 


the dealers are said to be well | 


pleased with the way they are 
being treated, for it is said the 
employers foresaw possible 
trouble in the shops and smoked 
the pipe of peace with the boys 
who man service and repair be- 
fore the union organizers could 
gain a foothold. 


* *« & 


WHAT PROMISED to be seri- 
ous was the unionization of the 
car salesmen and that 
seem to have gotten anywhere, I 
am told. The salesmen made 
what the employers considered 
exhorbitant demands—a _  $50-a- 
week salary guarantee, the em- 
ployer to provide the demonstra- 
ting car and upkeep, or $75-a- 
week guarantee and the sales- 
men to assume these burdens. 
Attempts at picketing on the part 
of the disgruntled salesmen seem 
to have failed. Homer Thomp- 
son, Nash distributor, is the only 
one being picketed at the present 
time and that with only one or 
two pickets. Thompson has 
reached an agreement with his 
men as to wages but he abso- 
lutely refuses to unionize his 
shop so the picketing continues; 
salesmen have stuck by him. The 
public seems to sympathize with 
him and many drop in, not to 
buy, perhaps, but to assure 
Thompson he is taking the right 
course and to wish him well. 

* * * 


ONLY THIS WEEK there 
came to a definite head the move- 
ment to make Los Angeles an 
open shop city and to run the 
racketeers out of town. Em- 
ployers here declare they are not 
opposed to unions, but they are 
not going to ask their men to 
join or stay out of them. They 
are neutral but they are insisting 
that the racketeers must go. 

Therefore, this week, Southern 
Californians, Inc., was organized 
at a meeting of 1,500 of the city’s 
leading business men and spon- 


(Continued on Page 19, Col, 1) 
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| Japanese and Chinese. Neverthe- 
| less, the answers to date indicate 
|a great majority in favor of the| 
| present system- 


doesn't | 
|fluence thinking regarding the 





ADN Inaugurates 
Poll to Determine 
Industry Opinion 


Fall Announcements Still 
Hold Approval of 
Most Dealers 


By WM. C. CALLAHAN 
Managing Editor, ADN 

DETROIT. — Following 
three experiences with fall 
model announcements and 
fall automobile shows, the | 
question has been raised as | 
to whether or not this procedure 
is in the best interest of the in- 
dustry as a whole. 

There can be little question 
that the benefits to plant work- 
ers during the past few years 
have exceeded even the rosiest 
hopes of the proponents of the 
fall announcement period. Whether 
these same gains will be enjoyed | 
during the latter part of 1937 and | 
early 1938 still remains to be| 


Dealers queried by ADN’s in-| 
quiring reporter seem to be 
about as far apart on the ques- 
tion of benefits to them as the 





some, of course, | 
seek modifications. 
ADN has no desire to _ in- 
most propitious season of the 
year to introduce new cars or to 
hold shows. It is interested solely 
(Continued on Page 3, Col. 1) 


Maryland Assn. 
Urges Dealers to 
Boost Prices 2% 


BALTIMORE.—A resolution, 
calling on dealers to add 2 per 
cent to factory-suggested delivery 
prices to meet increased costs, 
was put into effect this week by 
the Automobile Trade Assn. of 
Maryland. 

Complete text of the resolution 
follows: 

“Whereas, direct and indirect 
taxation has increased all costs 
incident to the retailing of auto- 
mobiles, and, 

“Whereas, such increased costs 
are absorbing most, if not all, 
profit in the retailing of motor 
vehicles, when such vehicles are 
sold at factory suggested delivery 
prices, and, 

“Whereas, such increases in the 
cost of merchandising are not 
permitted, in Maryland, to be 
added as a tax on delivered 
prices, and, 

“Whereas, the District of Co- 
lumbia has recognized this 
emergency situation and has in- 
creased the retail sales price of 





automobiles to absorb these in- 
(Continued on Page 8, Col, 4) 





LED BY PRESIDENT Lon Tighe; Lee D. Schroy, mayor of 
Akron, and J. G. Knight, publisher of the Akron Beacon-Journal, 38 


members.of the Akron Chamber 


week to express to the Chevrolet Division of General Motors the 
city’s appreciation of the Soap Box Derby, whose All-American and 
International Finals are run off at Derby Downs in Akron each year. 
A handsome scroll, voicing the sentiment of the community, was | 
presented to M. E. Coyle, right, Chevrolet general manager, by Tighe. 


of Commere«:: visited Detroit this 





Conn. Assn. Hears Plea 


For Reversal of Present 


Used Car Finance Set-up 


By CHARLES B. BARR 
Staff Correspondent, ADN 
HARTFORD, Conn. Criticism 
of delivered-price advertising by 
car manufacturers, of finance 
company policies with respect to 
used cars and of what was termed 
lax enforcement of the Connecti- 
cut compulsory inspection law, 


by the Connecticut Automotive 
Trades Assn. at its annual con- 
vention Tuesday in the Hotel 
Bond here. 

The association went on record 
as viewing “with great concern 
the practice recently initiated by 
some automobile manufacturers, 
who have advertised retaii deliv- 
ery prices of automobiles in their 





The Top Ten 
PASSENGER CARS 


First Ten in Registrations 
as Reported in ADN Today. 
1937 1936 
Pos. Make Pos. 
1—726,719 Ford 670,600— 2 
2—688,389 Chev. 814,168— 1 
3—423,689 Plym. 429,713— 3 
4—235,463 Ddge. 214,493— 4 
5—194,746 Pont. 144,921— 6 
6—178,862 Buick 130,057— 7 
7—172,085 Olds. 156,020— 5 
8— 87,048 Pack. 57,402—11 
9— 83,065 Hud. 85,503— 8 
10— 82,030 Chrys. 48,495—10 
Total All Makes 

3,190,374 2,952,498 

For complete standings of all makes, 
see Page 17 this issue. 


|that items of full transportation 


was voiced in resolutions adopted | 0@ding and unloading charges, | 





city below the price which must | 
be charged by the dealer in order | 
for him to retain the discount | 
agreed upon when he signs the| 
factory dealer contract.” 


The resolution recommended | 


charges, all handling charges, 
conditioning charges, advertising 
charges, if paid by dealer; and 
necessary gasoline, oil and anti- 
freeze solution, be added to the 
factory retail delivery cost of the 
vehicle. 

A resolution offered by J. J. 
Cooley, (Chevrolet), New Haven, 
condemning the _ practice of 
finance companies in financing 
new dealers on both new and 
used cars, was referred to the 


(Continued on Page 13, Col. 1) 
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|urged that 


Car Makers Urge 
Public Hearing if 
Quiz is Approved 


Factory-Dealer Relations 
Investigation Awaits 
Congress’ Okay 


Special to Automotive Daily News 


WASHINGTON.—Whether 
or not a broad FTC investi- 
gation of dealer-factory re- 
lations will be instituted, in 


accordance with a _ resolu- 
tion offered some time ago by 
Congressman Withrow of Wis- 
consin, rests with a congressional 
sub-committee which started 
hearings of the resolution Thurs- 
day. Considerable difference of 
opinion as to how such an in- 
vestigation should be conducted 
was evidenced in the early testi- 
mony. 

On Thursday A. N. Benson, 
general manager of the National 
Automobile Dealers’ Assn., urged 
that the investigation be con- 


| ducted privately. On Friday, Al- 


van Macauley, president of the 
Automobile Manufacturers’ Assn,, 
if any investigation 
was considered necessary it should 
in public interest, be conducted 
openly and with full publicity 
given to the findings. 

Sentiment for or against the 
resolution seemed about equally 
divided in the committee. 

Benson testified that the NADA 
represents 10,000 paid dealer mem- 
bers and added that 5,000 of the 
43,000 dealers in the country sold 
the bulk of all cars merchandised. 
He argued that the super-abun- 
dance of what he termed “fringe” 
dealers constituted one of the 
chief difficulties in the retailing 
industry and blamed factories for 
this condition. He hesitated to de- 
clare, under questioning, that he 
desired that all “fringe” dealers 
be eliminated, 

In the Friday session John 
Scoville, Chrysler _ statistician, 
pointed out that automobile sales 
are increasing annually and that 


(Continued on Page 2, Col. 1) 


Insurance eT ae Impeding 


Massachusetts Car Sales 


Special to Automotive Daily News 

BOSTON.—One of the big sales 
obstacles that Massachusetts auto- 
mobile dealers are confronted 
with at present is the insurance 
problem. Dealers have been mak- 
ing sales for delivery after Jan. 1, 
only to run up against refusal of 
insurance companies to accept 
many owners. 

At present there are 900 cases 
before the appeal board and 600 
more have been heard, with 
motorists awaiting decisions. 


There will be hundreds more filed 
before Jan. 1. 

Under the compulsory insur- 
ance law, anyone who is refused 
a policy has a right to appeal to 
a board comprising a representa- 
tive of the attorney general, the 
insurance department and the 
motor registry. This board has the 
power to order insurance com- 
panies to issue policies after they 
have heard the facts. 

One big company has its agents 
to get the car owner to fill out a 

(Continued on Page 9, Col. 1) 
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Congress Opens Hearing 


Car Makers Urge Public 
Hearing if Quiz is Okayed 


(Continued from Page 1) 


the number of dealers is not out 
of proportion to the number of| 
cars sold. Scoville declared that 
dealers, collectively, do a greater 
retail business than any other 
group, with the exception of de- 
partment stores, and that their 
average net profit was higher 
than that of department stores. 

In answer to questions by With- 
row, Macauley denied that deal- 
ers are forced to accept cars from 
factories or that contracts had 
been withheld or cancelled for 
their failure to do so. He declared 
that factories are cognizant of the 
fact that they cannot stay in busi- 
ness without a_ strong, virile 
dealer organization. He was 
backed up in this statement by 
B. E. Hutchinson, chairman of 
the Chrysler finance committee, 
who also declared that retailing 
practices had not been unfair to 
the public. 

To determine just what effect 
the alleged pressure on dealers 
has had on dealer business mor- 
tality, the committee asked that 
figures be presented by the AMA 


Hufstader Finds 
Outlook Bright 
On West Coast 


FLINT.— Reflecting confidence 
expressed by West Coast Buick 
dealers, W. F. Hufstader, general | 
sales manager, has returned from 
a tour of the Pacific area with 
bullish reports on the outlook 
west of the Rockies. 


Hufstader spent the 10 days on 
the coast visiting dealers and dis-| 
tributors and conducting business 
sessions, in which sales programs 
for the winter months in that 
area were planned. Meetings were 
held in Seattle, Portland, San 
Francisco and Los Angeles, while 
Hufstader conferred with dealers 
from other major cities through- 
out the coast district. 

“Buick dealers everywhere west | 
of the Rockies are enthusiastic,” | 
Hufstader said. “They have ex-| 
perienced an exceptional demand | 
for the 1938 cars since announce- 
ment of the new models and in 
every case are rating high in reg- | 
istrations in their respective com- 
munities. In Spokane, Buick reg- | 
istered in second place in Novem- 
ber, and during the same month 
was third in registrations in 
Seattle, Portland, Tacoma and 
the entire state of California. 

“The general concensus was| 
that this fast pace would be 
maintained in coming months. | 
Dealers reported that emphasis is 
being placed on used car mer- 
chandising with satisfactory re- 
sults. A generally good used car 
turnover has been obtained by 
dealers in this area.” 

Hufstader said that confidence 
was expressed in the outlook for 
new car sales with a continuing} 


| notice, in some instances. 


| for the field representative of the 


| cases.” 





firm demand in the Pacific region. | 


OUT IN THE PACIFIC NORTHWEST, Buick dealers assembled in 
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to show just what per cent of the 
current dealer body has been in|} 
business for 10 years or more. | 
Macauley agreed to supply the 
needed data in the next 15 days. 

R. H. Grant, vice-president of 
General Motors, who also testi- 
fied, said that 96 per cent of GM 
dealers are making money. He 
added that, while it was true that 
some dealerships were showing 
small earnings each year, these 
earnings were above and beyond 
the salaries charged by the dealer 
for his own managerial work. He 
admitted that the corporation did 
recommend certain improvements 
to dealers and urged them to buy 
certain servicing equipment. He 
denied that this was coercive, and 
said rather, it was educational, 
since the equipment and changes 
recommended from time to time 
were steps by which the corpora- 
tion felt the dealer could increase 
his profit. 

Charges by Benson 


Among the charges made by 
Benson at the Thursday meeting 
were: 

“That most of dealer franchises 
are cancellable, and can be can- 
celled with or without cause and 
in most cases without any assign- 
ment of the grounds on which it 
is cancelled, and without any 
time limit being specified; and 
cancellable with or without 





“This system under which a 
manufacturer establishes an 
automobile dealer who is induced 
to invest a substantial amount of 
money to work under a franchise, 
which is cancellable at the will 
of the manufacturer. Permits of 
coercive practices in the sale of 
automobile, and in the sale of 
parts, and in the sale of the 
equipment which they must pur- 
chase to service the automobile. 

“Now this investment, once it 
is made, depends for its value 
upon the continuing of the fran- 
chise, and so long as it is possible 


manufacturer to say to the dealer 
in a community that if he wishes 
to renew the franchise, or permit 
to do business, he must buy these | 
automobiles, or he must buy these 
parts, or he must come in on the} 
advertising program or he will | 
see that they will get a new dealer | 
in this community, that will re-| 
sult in the dealer having to em-| 
ploy trade practices which are not | 
in the public interest in many} 


Cites Other Faults 
Further on Benson stated that 
“there is a great deal of misrep- 
resentation practiced in the in- 
dustry.” “We find,” he said, “that 
dealers sometimes charge ex-| 
cessive finance fees, or financing 
charges, because under the fran- 
chise agreement with the manu- 
facturer the only profit they can | 
make in the sale of the automobile | 
is in the financing of the busi- 
ness; and many times they are 
required to use only the finance 








Seattle for a business session with W. F. Hufstader, general sales 
manager, during his recent tour of the West Coast region. They ex- 
pressed confidence in the outlook and reported a good turnover of 
used car stocks. Shown, left to right, R. A. Mueller, Mueller-Harkins 
Oo., Tacoma distributor, Hufstader, and M. O. Anderson, Anderson 


Buick Co., Seattle distributor. 


IF HE DIDN’T HAVE an efficient secretary to keep his mail sorted, | 
C. W. Matheson’s desk at Graham would look like this as the result 
of dealer inquiries regarding the Graham franchise. Nine hundred and 
sixty-nine letters, post cards and telegrams have been received since | 
the first showing of the 1938 model from prospective dealers and dis- | 
tributors who want information about open territory. Matheson credits 
trade paper advertising with the lion’s share of this voluminous mail. 


Possible Scope 


Of Investigation 


WASHINGTON. — The 
Withrow resolution would 
authorize the Federal Trade 
Commission to determine 
whether or not factory- 
dealer contracts are fair; 
whether dealers have reason- 
able profit opportunity; 
whether manufacturers em- 
ploy coercion; whether the 
retail market has_ been 
forced beyond reasonable 
limits by manufacturers 
operating through their 
dealers; whether unfair 
practices employed by deal- 
ers result from _ factory 
policies; the relationship be- 
tween these findings and 
the “excessive” finance 
charges and overallowances 
for used cars, and the ef- 
fect of alleged pressure 
upon manufacturers, deal- 
ers and the public. 


company or institution that is 
designated by the manufacturer. 

“All of these unfair trade prac- 
tices, we believe, stem from the 
contract arrangement existing in 
this business.” 

Hearings will be continued Sat- 
urday with the dealer side being 
continued. Those attending for 
manufacturers Friday included 
Alvan Macauley, president of 
Packard; R. H. Grant, GM; B. E. 
Hutchinson and John Scoville, of 
Chrysler; S. W. McMichael, Mich- 
igan Automotive Trades Assn.; 
Pyke Johnson and Alfred Reeves, 
of the AMA. On Thursday the 


proponents of the resolution in- | 


cluded A. N. Benson and Henry 


Roberts, NADA, and Edw. Payton, | 
| market analist from Cleveland. 
The manufacturers’ side of the | 
question was presented by Ma-| 
in the following | 


cauley Friday 
brief: 


Macauley’s Statement 


“The people of this country to- 


day have in their possession ap- 


| proximately 30,000,000 motor ve- 
hicles, Next to food, clothing and | 
shelter, the motor vehicle is the} 


most indispensable commodity 
used by them. Its ownership is so 
far from being a privilege of 
wealth that actually the great ma- 
jority of motor owners are in the 
low income groups. 


“In the hands of these people, 
the automobile is no luxury but 
a means to better living; to re- 
moval of their families from con- 
gested and unhealthful areas; to 
a mobility and freedom which no 
people ever possessed before. 

“These car owners, and many 
more who will be constantly in- 
creasing their ranks, constitute 
the one group in this country 
which has the largest stake in 








what is done in the automobile 


market. 


“That is why we insist that the 
most important aspect of any in- 
quiry which touches upon the au- 
tomobile industry is whether the 
motoring public is being well 
served today; whether it can be 
better served in the future—par- 
ticularly whether it can be given 
good transportation at still lower 
cost. 


“Because we believe this, we are 


willing to waive our justified ob- 
jection to the implied prejudg- 
ment of the whole case which we 


find in the language of this reso- | 


lution, and to pass over mani- 
festly unsound claims such as the 
allegation that the majority of 


dealers are virtually insolvent to- | 


day. 
Seen as Necessity 


on Withrow Resolution 


‘Rebsamen Heads 
Ark. Dealer Assn.: 
Wage Bill Scored 


] lutomoti Daily News 
LITTLE ROCK, Ark.—Arkansas 
Automobile Dealers’ Assn., Inc., 
held its annual meeting at the Ho- 
tel Marion this week and adopted 
a resolution opposing the Black- 
Connery wage-hour bill. 

The resolution, sponsored by F. 
G. Smart, of Pine Bluff, a director 
of the association, charged that 
“the bill is unfair to the south, 
where labor is less skilled and 
produces less per man and where 
living costs are lower than in the 
north and east.” The resolution 
was adopted by a unanimous vote. 

A feature of the meeting was a 
round-table discussion of leaders’ 
problems. Taking a leading part 
in the discussions were R. J. Ross, 
Fort Smith; H. F. Trotter, Pine 
Bluff; F. G. Smart, Pine Bluff; 
Tom Little, Blythesville; and 
Louis Eisenmann, Little Rock 


Raymond Rebsamen, Little 
Rock, was re-elected president of 
the association, and Leo Griffin, 
also of Little Rock, was again 
named secretary-treasurer of the 
group. 

Vice-presidents re-elected were: 
Thomas McNeil, Rogers; Earl 
Haley, Harrison; G. R. Blanken- 
ship, Warren; L. C. Cargile, Tex- 
arkana; Clyde Randall, Fort 
Smith; J. C. Johnston, Helena; 
and H. F. Trotter, Pine Bluff. 


Directors re-elected were: Clyde 
Randall, Thomas McNeil, Clay 
Newman of Berryville; Dr. W. M. 
Johnston, Hardy; B. R. Ham, 
Hope; Harry Steel, Ashdown; Ed- 
gar Pryor, Camden; O. A. Cook, 
Little Rock; R. J. Ross, Fort 
Smith; G. R. Blankenship, War- 
ren; R. C. Craig, Fordyce; Thomas 


| Little, Blytheville; W. R. Weaver, 


| Jonesboro; Mr. Barwiok, Wynne; 


“To serve the public, able and| 


prosperous dealers are an abso- 
lute necessity. 
“The manufacturer knows that 


neither his plants, machinery, nor | 


engineering talent approach in 
value the good will of the users 
of his products. 


H. C. Thomas, Little Rock; Mr. 
Smart, Mrs. Blanche Basham, Hot 
Springs; Mr. Cargile, E. T. Hor- 
ner, Helena; T. P. Marks, El 
Dorado; Mr. Haley, M. Rebsamen, 
and Hardin Bale, Little Rock. 


|'Graham Shifts Curtis 


“He knows this good will cannot | 


be maintained even by the best 
product, unless the organization 


of dealers who sell to the public} 


and who service the cars after 
they are sold, 
prosperous and_ capable 


rendering to the public 


one, 
an ef- 


ficiency in service comparable to | 
the efficiency which the manu- | 


facturer himself obtains in pro- 
duction. 

“All of us believe today that we 
have such dealer organizations. 


is an aggressive, | 


“We believe that the body of au-} 


tomobile dealers contains a higher 
proportion of men with real mer- 
(Continued on Page 14, Col. 1) 


To S. American Zone 


DETROIT.—E. P. Curtis is off 
on his first trip to South America 
for Graham-Paige Motors Corp. 
after 17 years in the export de- 
partment of the company. 

For the past 10 years Curtis has 
“covered” the Far East for Gra- 
ham, but military operations in 
China have disrupted the auto- 
mobile business to such an extent 


| that it was decided to withdraw 
| him 


from that market tem- 


porarily. 

“Fourth Dimension,” a _ regular 
feature of ADN, presents a digest of 
automotive advertising news. 


THIRD YEAR IN A ROW. J. A. Purdy, director of safety engineer- 
ing, Michigan Mutual Liability Co., left, presents safety plaque to 
Harry Marshall, Hudson Motor Car Co. sheet metal division, whose 
department has won the plaque for three consecutive years, thus ob- 


taining permanent possession. 
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Dealers Split on Show Date Change Proposal 


| 


ADN Poll is Inaugurated 


To Determine Sentim ent 


(Continued from Page 1) 


in offering its columns for an 

open discussion in order that the 

good or bad points of fall an- 

nouncements may be brought to 

light, and in the hope if any 

changes in the present plan are 

considered necessary, the reasons 

for them will 

be brought out 

clearly and dis- 

cussed openly. 

ADN does feel 

that the simul- 

taneous 

’nouncements of 

all lines has 

proved helpful 

to the industry 

as a whole and 

any shift in 

show 

REPORTER turb that 
cedure. 


In order that dealers may reg- | 


ister their opinions regarding the 
present timing and methods of 
introduction, a ballot is printed 
on page three of this issue which 
can be filled in in a few mo- 
ments. ADN would appreciate 
readers’ co-operation in helping 


News, 527 New Center Bldg, 
Detroit. 

Just what dealers who have 
been queried on this subject are 


thinking may be found 


350 Distributors 
Attend Alemite’s 
Annual Conclave 


CHICAGO. — The Stewart-War- 
ner Corp. held the annual con- 
vention on its Alemite division at 
the Edgewater Beach hotel here 
Dec. 15 and 16. Distributors and 
their sales forces numbering 350 
attended. 

According to J. E. Otis jr., 
president of Stewart-Warner, a 
part of an increased 1938 Alemite 
advertising budget will be used 
to co-operate with motor car 
manufacturers in educating the 


public to the need of correct lu-| 


brication of the high-speed and 
extreme-pressure mechanisms 
built into the new-type automo- 
bile. 

Otis explained that, since Ale- 
mite fittings are factory-installed | 
equipment on most American cars, 
Stewart-Warner has _ accepted| 


use of their vehicles. 


an-| 


|Horrman Co. 
lieve announcement dates should | 
dates) be after first of January, because | 
should not dis-| millions of dollars paid out 


Pro-| Christmas bonuses would go into 


| received money. 








in the| 
| Christmas presents; 
| they had to buy 1937 automobiles 
| for 


|debaker and Willys): 
would be better to announee the) 
stimulating | 





following answers to the question: 

“Do you think present fall an- 
nouncement dates are well timed? 
Should they be earlier or later?” 


Los Angeles 

Homer Thompson, Southern 
California Nash distributor: “An- 
nouncement dates certainly 
should be after Christmas.” 

Burch Greene, Los’ Angeles 
Chrysler dealer: “The 
date by far is the best we have 
ever had. It works into 
would be to see 
changed.” 

Wallace 


very sorry 
Austin, of Paul G. 
(Studebaker): 


in 


new cars if sales stimulus and 
excitement took place after they 
Also people are 
not educated to buy 1938 automo- 
biles in 1937 for the reason their 
registrations show they were sold 


present | 
the | 


| scheme of things perfectly and I 
it | 


“Be- | 


a 


NEWLY ELECTED BOARD OF DIRECTORS of the Kansas Motor Car Dealers’ Assn., which met 
in Wichita last Wednesday. First row, left to right: R. H. Mott, Topeka; E. Bert Collard, Leavenworth; 


B. A. Tubbs, Ellis; George Sharp, Newton; M. S. Winters, Lawrence, and W. G. Flint, Dodge City. Sec- 
ond row, left to right: H. H. Mack, Topeka, retiring president; Joe Sanders, Hutchinson; Lee J. Hobbs, 
Wichita, vice-president; H. W. Price, Baxter Springs; C. C. Brewer, Manhattan; H. H. Wall. Sedan. 
Back row, left to right: H. H. Bush, Eureka; Louis McCoy, Pratt; Logan H. Reynolds; A. J. Farrell, 
Topeka, executive secretary; and B. S. Brooks, treasurer. Other members of the board, not present when 
the picture was taken, are E. E. Stone, Ottawa; C. F. Morgan, Iola; J. W. Van Hay, Pittsburgh; Pat Law- 
rence, Emporia; M. R. Smith, El Dorado, and A. E. Hudgus, Salina. 


in 1937; therefore, they feel this | 


influences the secondhand 


sold for cash and, if a person 
takes money out of bank before 
Jan. 1, he loses six months’ in- 
terest. All these facts point to 
early January as the logical time 
for new car announcements.” 
Harry Mann, Los Angeles Chev- 
rolet dealer: 
nouncement dates are 
right. Many cars are 
certainly 


sold as 


Christmas this would cut 
down sales. However, many fac- 


|tories make the mistake of an- 
| nouncing 


on Saturday. With 
thousands of families on five-day 
week they are not interested in 
visiting showrooms on day off, 
which cuts down attendance.” 


'San Antonio 


Frank Winerich, president, 
Winerich Motor Sales Corp. (Stu- 
“T believe it 


models later, thus 
sales during December and Jan- 
uary, which are the two dullest 
months of the year. This would 
enable dealers to clean out their 
old models and used cars and be 
in shape to take care of new car 
sales. This would be contingent on 
new car deliveries when the new 
models are announced. I believe} 
this change would do much in 


helping sales during a dull sea-| 


son, and would suggest Dec. 1 as} 
the approximate announcement 


responsibility for helping the mo- date. 


toring public derive the maximum | 


Henry H. Bryant, president, San 
Antonio Buick Co.: ye am | highly 


‘| New York 
| E 


LAST WORD IN MOTORIZED sound equipment, put in service by 
Detroit police this week to stem the wave of traffic accidents caused 
by reckless driving during the holidays. Traffic Director Fred W. 
Juergens, left, took delivery of this new model Plymouth Safety Car 
from Vice-President Harry G. Moock, while Inspector Herbert 
McCaske, right, tested the powerful equipment that can broadcast 
traffic directions loudly enough to be heard for three blocks. 


value | 
| when resold. Also many cars are 
to get a good cross section of | 
thinking throughout the industry. | 
Please check your choices and | 
fill in your suggestion and mail | 
the ballot to Automotive Daily | 


“The present an-| 
exactly | 


if | 


in favor of new car announce- 
ment around Aug. 1. When Buick | 
\formerly had this announcement | 
date we did a much better busi-| 
ness with our new cars. This 
brings the new models here just | 
before the crop money comes in, | 
which would do much in helping} 
sales. Rumors and discussion of 
the new models would start after | 
the early spring sales spurt and | 
would keep up interest in the in-| 
dustry until the new cars came | 
out. Used car sales would be im- 
|proved because there is more | 
money in circulation here at that} 
time and general business condi- 
tions are better. When Buick an- 
nounced their cars earlier pre- 
vious to 1932 we did a better busi- | 
ness.” 

Marcus H. Clark, president, 
Marcus H. Clark Motor Co. (Pon- | 
|tiac): “I would be in favor of an-| 
nouncing the new models at a 
later date and suggest between | 
Nov. 1 and 15 or between Nov. 15) 
and Dec. 1. Provided we got de-| 
liveries we could then do a good} 
business with cars for Christmas. | 
This would also enable the dealer | 
to clean up his old stock, get his 
used car stocks clean, and be in a 
good shape to take care of a lot 
of new car sales. Sales this year 
have been dull. Deliveries were 
slow and our season is nearly} 
gone with little to show for it. I 
| believe a change to a later date 
| would work to the benefit of all 
concerned.” 





| Boston 

Some dealers feel early an- 
nouncements are handicap, espe- 
| cially when they had few or no 
'1938 models. Announcements 
blocked sales of 1937 and higher 
priced used cars in September 
|}and October. Others believe mov- 
ing the automobile show ahead 
two weeks did not give sufficient 
time to move ’37’s. Announce- 
| ments generally nearer together 
| and closer to show time might be 
| better, they believe. Business con- 
| ditions checked normal expected 
|sales of new cars. Dealers feel 
|factories overshot 1937 demand. 





P. Mauder (Cadillac): “It is 
my unqualified opinion that an- 
nouncement dates should be im- 
mediately following Labor Day, 
and should not be tied up with 
the automobile show.” 

B. F. Curry (Chevrolet): “I 
think announcements were well 
timed this year and should be 
made at show time. I do not 
think the show was held too early.” 

D. J. Barrett, Bronx Buick Co.: 
“Announcements should be made 
not later than Labor Day. This 
gives us a chance to dispose of 
used cars in the fall. The show 

(Continued on Page 10, Col. 4) 


| rival 





ADN Editor is Pasrtied 
By West Coast Hattery 


By SLIM BARNARD 
Staff Correspondent, ADN 


LOS ANGELES.—Motor brob-| 
| dingnagians of California gath-| 


ered somewhat en masse this 
week to welcome Chris Sinsa- 
baugh, ADN’s noted editor and 
column conductor, to his good 


| will tour through the land where 


the sun always shines. Chris ar- 
rived here Sunday after a 125- 
mile trip by car from Palm 
Springs, where his airliner had 
been grounded by the worst rain 
storm in several weeks. 


That Ambassador Sinsabaugh 
had a busy week following his ar- 
is attested to by the ap- 
pended log: 

Monday: Attended huge ban- 
quet given in his honor by ex- 
ecutives of Chrysler Corp. in 
Southern California. Verne Orr, 
sales manager of Chrysler Mo- 
tors of Calif., toastmastered, with 
Forrest Akers, Dodge director of 
sales, applauding. 

Tuesday: Entertained by Earle 
C. Anthony, Packard distributor; 
attended the Packard Radio Hour 
broadcast, and local showing of 
“The Drunkard,” moist melo- 
drama. 

Wednesday: Spent day ogling 
at beauties at various major pic- 
ture studios. 

Thursday: Honored at luncheon 
of Motor Car Dealers Assn., with 
Earl Carpenter, president, as 


, toastmaster, 





and C. W. Nash, 
chairman of Nash-Kelvinator, as 
messmate. Rounded at Willys dis- 
tributors’ party at Cocoanut 
Grove hotspot, with President 
Eddie Davies hosting. 

Friday: Went western at ranch 
of Hal Tuttle, general manager of 
Howard Automobile Co., Buick 
distributor. 

Saturday: Guest of Leland 
Johnston, Lincoln-Zephyr chief in 
Southern California, and visited 
Catalina Island on George Haber- 
felde’s palatial yacht. 

Sunday: San Francisc isco bound, 


Cincinnati’ s ‘Nev. 


New Car Sales 
Spurt Over Oct. 


CINCINNATI. — Figures com- 
piled by Clerk of Court E. F. 
Hunsicker reveal that sales of 
new automobiles here took a little 
spurt in November, but used car 
sales decreased slightly under 
October. 

There were 1,375 new automo- 
biles sold last month, it was re- 
ported, compared with 1,257 in 
October, and 1,662 in November, 
1936. Used car sales and transfers 
totaled 5,338, compared with 5,803 
in October, and 4,994 in Novem- 
ber, 1936. 


Show Ballot 


Automotive Daily News, 
527 New Center Bldg., 


Detroit, Mich. 


This ballot is provided to give dealers and other readers of 


Automotive Daily News an 


opportunity to 


express their 


views on the question of new model! introductions and auto- 
mobile shows. If the questions asked do not afford sufficient 
latitude for an expression of your opinions, you are invited 
to enlarge upon them in the space provided for remarks, or 
in a separate letter attached to your ballot. 


I favor (do not favor) fall introduction of new models. 


I favor (do not favor) fall shows. 


New models should be introduced (fill in date) 


Shows should be held (fill in date). . 


Remarks: 





4 
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DEALER COMMITTEES of Chevrolet met in Detroit this week to 
discuss sales policies and C. D. Lacy, Lacy Motor Car Co., Perry, 
Okla., was elected chairman of Chevrolet’s national dealer planning 
committee. Eighteen dealers, representing nine Chevrolet regions, at- 
tended sessions of the planning and used car committee. Top picture, 
left to right: H. B. Hatch, assistant general sales manager; Chester 
Ralph, Ralph Motor Co., Los Angeles and Lacy. Second from top, left 


to right: C. P. Fisken, advertising manager, and A. C. Rocchio, Nor- 
wood Motor Co., Norwood, R. IL., used car committee member. Bottom, 


left to right: E. B. Dalton, Graham Motor Sales, Graham, N. C.; 
Chester Ralph; J. M. Hendrie, car distribution department manager; 
and E. J. Hudson, LeRoy Motors, LeRoy, N. Y. All are members of 
the planning committee except Hendrie. 


Ford Planning 


Ex pansion 


Of St. Louis I Branch Plant 


Special to Automotive Daily News 


erty in St. Louis county, south of 
the city, as the site for a new 
Ford branch assembly plant for 
the St. Louis area was announced 
by Milton N. Johnson, local Ford 
branch manager. 

The new plant, when completed, 
Johnson said, will be the equal of 
the largest Ford branch assembly 
plants in the United States. Daily 
capacity is expected to be in ex- 
cess of 800 units. 

Selection of St. Louis county as 
the site for the plant, Johnson 
said, was determined principally 
because of the importance of the 
city as a distributing center for 
the central Mississippi valley 
region. 

The new plant site comprises 
more than 370 acres and is lo- 
cated on the Mississippi river 
water front at the outlet of the 
Meramec river, a few miles south 
of the city. The site is served by 
the Missouri Pacific railroad. 

It is believed that the new plant 





| will employ about 4,000 men. The 
ST. LOUIS.—Purchase of prop-| 


present plant, now working in the 
face of a UAW strike, employs 
about 900 and has a capacity of 
about 185 cars daily. 


Ford Lets Contract 


For New Rouge Unit 
DEARBORN.—Contracts for a 
new building unit at the Ford 
Rouge plant, to cost approxi- 
mately $2,000,000, have been 
awarded, it is announced by the 
Ford Motor Company here. The 
new building is part of the $40,- 
000,000 plant building program re- 
cently announced by the company. 
Construction will be of one- 
story type, of steel, concrete and 
brick, with an ornamental brick 
front. The building will be 300 
feet wide and 1200 feet deep. A 
new type roof and walls, the ma- 
jor part of which will be of steel 
sash, will provide a maximum 
amount of natural lighting. 





Sloan Donates 
$10,000,000 for 


Economic Study 


NEW YORK.—A $10,000,000 en- 
dowment to his foundation for 
economic research was announced 
Monday by Alfred P. Sloan jr., 
chairman of board, General Mo- 
tors Corp. The enterprise, estab- 
lished on a non-profit basis as the 
Alfred P. Sloan Foundation in 
July, 1936, seeks a “more enlight- 
ened understanding by more of 
our people of basic economic fun- 


| 


damentals,” and has no relation- | 
ship with affairs of GM, Sloan 


declared. 

The transaction involves about 
100,000 shares of Sloan’s personal 
holdings in GM_ stock, which 
Sloan said he would recommend 
the foundation retain in its port- 
folio. 

While the foundation’s objective 
will be the advancement of the 
general welfare, Sloan asserted, 
its important objective will be the 
“promotion of a wider knowledge 
of basic economic truths gener- 
ally accepted as such by authori- 
ties of recognized standing and as 
demonstrated by experience... 
While the Alfred P. Sloan Foun- 
dation may undertake or promote 
activities on its own behalf, it 
will give preference to encourag- 
ing, through financial grants and 
otherwise, such useful agencies as 
already exist, thus stimulating a 
broader approach to the common 
objective, although, it might be 
added, its activities will 
sarily be limited to the areas of 
education and research.” 


3.090 Units Sold 
By Olds During 
First Dec. Period 


Retail sales of 1938 Oldsmobiles 
for the first 10 days of December 
tetaled 3,090 units, according to 
D. E. Ralston, general sales man- 
ager of Oldsmobile. 

Total retail sales from Jan. 1 
to Dec. 10 amounted to 181,511 
Oldsmobiles, a gain of 9 per cent 
over the same period a year ago. 
This represents the largest volume 
in the company’s 40 years’ history, 
and assures a new all-time yearly 
sales record for Oldsmobile, Ral- 
ston said. 


Chev. Dealers 


neces- | 


| downward 


New, Used Car Market Continues at Low Ebb 


But Optimism Upswing 
Reported in Some Cities 


DETROIT. — Market trends on 
both new and used cars during 
the past week maintained the 
low ebb noted during previous 
weeks, it is indicated in a cross- 
country survey made by ADN 
staff correspondents. 


However, in several localities 
there was a marked upturn in 
optimism and some dealers re- 
ported the outlook is considerably 
brighter from now on. 

Following are concise reports 
on the week’s trend as submitted 
by ADWN staff correspondents: 


Milwaukee 

Special to Automotive Daily Neu 
MILWAUKEE. Automobile 

business here continues at a low 

level. Stocks remain high, with 

some dealers announcing new 


low prices on used cars ordinarily | 


not advertised until after the 


first of the year. 


One automobile finance com- 
pany reported ready to repossess 
40 per cent of its cars. 

Payrolls are off, with job open- 
ings in all branches of the local 
employment office in November 


dropping 33.4 per cent below that | 


for the same month in 1936. 


Seattle 
By D. M. Trepp 
Staff C« spondent, ADN 
SEATTLE.—The past week was 
uneventful but with fair new car 
sales volume, so that there is a 


rre 


note of optimism for the coming | 


The is 


to 


car trend 
both as 


used 
slightly, 


year. 


| prices and demand. 


Meet in Detroit 


DETROIT.—Chevrolet parts and 
accessories program for 1938 and 
the part dealers have played in 
formulating it was the theme of 
a one-day conference of Detroit 
zone dealers at the Masonic Tem- 
ple this week. E. J. McClees, 
Detroit zone manager, was host to 
the more than 300 dealers, and 
their parts and accessories man- 
agers, in this area who attended. 

The parts and accessories con- 
ference was the first of a series 
of such meetings that will be held 
between Chevrolet wholesale of- 
ficials and dealers, McClees said. 
The complete picture of 1938 
operations will be reviewed 
through this series of conferences. 

A. F. Young, Flint regional 
manager, presided over the con- 
ference. Paul Loranger, regional 
parts and accessories manager, 
and McClees presided over the 
various sessions of the gathering. 

The meeting was an outgrowth 
of the work of the dealer com- 
mittee system, as developed 
throughout the Chevrolet organi- 
zation. Recommendations from 
the dealership, as expressed by 
the representative dealers com- 
prising this committee, are em- 
bodied in Chevrolet programs for 
1938, under direction of William 
E. Holler, Chevrolet general sales 
manager and founder of the 


system. 





Employment’s downward graph | 


was turned upward for the not 
distant future by announcement 
that the government will build a 
new destroyer at the navy yards 
at Bremerton, across the Sound. 
From 500 to 700 men will get jobs. 
New car sales are running be- 
hind a year ago at this period, 
but this is partly due to last 
year’s models being late in com- 
ing on the market, 
cember was the boom month. 


San Antonio 
By B. C. Reber 
Staff Correspondent, ADN 
SAN AN TONIO.—Little im- 
provement has been noted in gen- 
eral business conditions here, and 
new and used car sales are still 


off. Service operations are below | 
normal. Parts sales are best of all | 


divisions. 

No change noted in employment, 
following lay* off of a few men 
around first of month. Retail sales 
showing some activity, although 
employment of extra sales per- 
sons is 17 per cent below last 
year. 

Deliveries of new cars are be- 
hind, which is having some ef- 
fect on sales. One dealer reports 
signed orders with down payment 
on 23 new deluxe Fords waiting 
on deliveries. 


Philadelphia 
By Gladys Sanville 
Staff Correspondent, ADN 

PHILADELPHIA. — The trend 
in new and used car sales in 
Philadelphia this week continues 
on about the same level as 
previously. Dealers seem to be 
almost unanimous in feeling that 
late '36 and '37 model trade-ins 
are the main stumbling block in 
the present business recession. 
Stocks of these are heavy and 
not moving readily. 

All used car sales are slow, 
with demand much less than for 
new 1938’s. Some dealers, how- 
ever, find a few more people 
shopping around for used car 
bargains and think demand is a 
little more stimulated than it has 
been. 

This optimistic frame of mind 


so that De- | 


|is reflected in trends outside the 
| automotive industry. Many mer- 
| chants, business men and manu- 
|facturers in lines which have 
been particularly dull during the 
last month or two, are beginning 
to “talk” better business, which 
is an indication the bottom has 
probably been reached and im- 
| provement generally in sight. 


| Oakland 


By Al G. Waddell 

Staff Correspondent, ADN 

| OAKLAND, Calif—tLocal deal- 
}ers report little or no change in 
the new and used car sales pic- 
|ture during the past week. Sales 
are said to be off approximately 
50 per cent over the same period 
of a year ago. 


With the exception of Ford 
dealers, who are just getting their 
| first 1938 cars, dealers are carry- 
|}ing heavy stocks of new cars. 


Practically every dealer has 
floored all the units he can 
| handle, and many are still worry- 
|ing over 1937 merchandise that 
was floored during the clean-up. 
Since no used cars are moving 
fast, all used cars, regardless of 
model and year, are giving 
| trouble. 

Dealers generally attribute the 
recession to the epidemic of 
strikes that plagued northern 
California throughout 1937, stag- 
nating production in many lines, 
halting distribution, curtailing 
employment and freezing pur- 
chasing power. 





Des Moines 
By E. L. Daniels 
Staff Correspondent, ADN 
DES MOINES, Ia—A con- 
| tinued low ebb in the sale of cars, 
in the new field as well as that 
| of used cars, is being felt in Des 
| Moines and other communities of 
|Iowa. The report for November 
| showed a 331/3 per cent decrease 
|over that of last year, and the 
first two weeks of December show 
}no more encouraging signs. 


The blame is placed on “rever- 
| berations of the Wall Street jit- 
| ters,” since there has been no fac- 
tory shutdowns nor wholesale 
laying off of employes to cause 
the lethargy. 


Cheyenne 
By James R. Lowell 
Staff Correspondent, ADN 
CHEYENNE, Wyo.— Trend in 
new and used car sales here con- 
tinues about the same as last 
week—slightly off from year ago, 
with used car inventories about 
10 per cent higher than a year 
ago. Late model used cars are 
hardest to move, with cheap jobs 
next hardest. 


Employment is seasonally low, 
but dealers are still confident of 
a good year in 1938. There is 
money in Wyoming as evidenced 
by fact farm income for 10-month 
period in 1937 was $39,944,000 
compared with $35,881,000 for 
same period in 1936. Range con- 
ditions are 20 per cent better 
than year ago, and 10 per cent 
more cattle and sheep are on the 
ranges. 


Salt Lake City 


By Fred Bennett 
Staff Correspondent, ADN 

SALT LAKE CITY.—tThe trend 
here is downward in both new 
and used car sales. Used stocks 
are increasing and values de- 
creasing, while new car stocks 
are also larger. 

Used car models of 1935-36 are 
moving best. Cars of 1933 and 
older are hard to place, as a rule. 
Some automotive mechanics are 
being laid off. 

Generally, however, the labor 
situation is stable, save for more 
unemployment in mining and 
railroading. 
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‘Smart’ Legislation Costs 


Bay State $60,000 Yearly 


By JIM SULLIVAN 


Staff Correspondent, ADN 
BOSTON. Massachusetts 
truckmen are just learning that 


they are now paying the penalty | 
for the “smart” legislation passed | 
last year to)! 


by Massachusetts 
collect more money from New 
Hampshire motorists. New Hamp- 
shire naturally retaliated and the 
result is that Massachusetts 
stands to lose $60,000. 

All motor vehicles 
chusetts are assessed 


in Massa- 
an excise 


tax. In 1936 the law was amended | 


to include machines from other 
states. Because of a lack of reci- 


Vancouver Show 


Attracts 300,000, 
Boosts Car Sales 


Special to Automotive Daily News 

VANCOUVER, B. C.—One of 
the most successful automobile 
shows in the history of British 
Columbia, the Vancouver exposi- 
tion drew well over 300,000 
persons. 


According to W. G. Welsford, | 


secretary of the Vancouver Auto- 
mobile Dealers’ § Assn., 


sponsored the undertaking, the 


show was more directly produc- | 
tive of business than in previous | 


years and, in addition to sales 
made on the floor, many available 
prospects were contacted. 

The show was arranged with a 
number of musical attractions and 


was set amidst a display of floral | 


decorations. Firms participating 
in the display were: Don Ingram, 


Ltd., Consolidated Motor Co., Ltd., | 


Meredith Motors, Ltd., Begg Bros., 


Bowell McDonald Motor Co., Ltd., | 


Stonehouse Motors, Vancouver 
Motors, Ltd., Fred Deeley, Begg 


Motor, Ltd., Fordyce (1937), Ltd., | 


Walmsley Motors, Ltd. A. W. 
Carter, Ltd., and Dueck - Nicoll 
Motors, Ltd. 

Arrangements for the 
of A. W. Cruise, chairman of the 
committee, with Welsford as show 
manager. Publicity work was 
handled by Alex Eastwood, while 
other officials included the follow- 
ing officers of the association: 
A. W. Carter, president; Dan 
McLean, vice-president; Ernie 
McDermott, executive; R. H. Cot- 
tingham, executive, and George 
McDonald, executive. 


Keogh is Elected 


MILWAUKEE.—J. A. Keogh, 
Allis-Chalmers Mfg. Co., has been 
elected president of the recently 
formed Milwaukee Control of the 
Controllers’ Institute of America. 
L. G. Regner, Briggs & Stratton Co., 
has been named vice-president of the 
local chapter. 


which | 


show | 
were under the general direction | 


| procity, Massachusetts owners of 
trucks, trailers and buses were 
included in an excise tax in New 
Hampshire. They did not mind 
paying the’ registration fees 
there. 

However, when the Bay State 
clapped on an excise tax on New 
Hampshire vehicles that _ state 
added a 50 per cent excise tax to 
its registration fees, on all vehicles 
of states which do not have recip- 
rocal agreements with New 
Hampshire. That meant Massa- 
chusetts owners paid to New 
Hampshire $62,486 more this year. 
Vermont, meanwhile, dropped the 
barriers entirely and enjoys the 
| reciprocal treaty. 
| So in New England, a territory 
|of six states that could be swal- 
|lowed up and not missed within 
the borders of several other 
states, is a divided country. 
Maine and New Hampshire have 
shut the borders to its neighbor- | 
ing states, while Vermont, Massa- | 
chusetts, Rhode Island and Con- 
necticut act as a unit in such} 
matters. It is anyone’s guess what 
the outcome will be if Massa- 
chusetts now decides to increase 
the levy again on New Hamp-| 
shire owners. 


Mich., Indiana Sign 
Pact to Aid Truckers 


INDIANAPOLIS.—A reciprocity | 
agreement between Michigan and | 
Indiana, whereby truckers in each | 
| state will receive free licenses and | 
weight tax plates from the other 
state, was announced here this} 
week by Frank Finney, Indiana 
vehicle commissioner. 

In Lansing, it was estimated | 
by Michigan officials that the new | 
agreement will save Michigan 
truckers several hundreds of| 
thousands of dollars annually, | 
while depriving the state of about 
$50,000 in tax revenue. 


Utah Dealers 
Put Brockbank 
At Assn. Helm 


Special to Automotive Daily News 

SALT LAKE CITY—L. H. 
Brockbank of Lyman Motor Co., 
here, has been elected president 
of the Utah Automobile Dealers’ 
Assn., succeeding J. M. Jackson, 
Jackson Motor Car Co., Salt Lake 
City. 

Gus F. Koehler, Hudson-Terra- 
plane dealer, Salt Lake City, was 
elected vice-president, and R. J. 
McDonald, Botterill Auto Co., 
Salt Lake City, and Carl L. Snow, 
Salt Lake City, were re-elected 
treasurer and secretary, respec- 











“MAN OF THE YEAR” award 
sented to C. R. Smith, president 





> | the 


| Ordinance” 


letter, “paid under protest.” 


| Wilson and city council, is a city | 


of Kappa Sigma fraternity is pre- 
of American Airlines. Award was | 


made “for the outstanding job in air transportation during 1937 and 
for the establishment of a new world’s record for safety in aviation 


as shown by the record of American Airlines .. . 


more than 200,000,- 


000 passenger miles without accident to passengers.” Left to right: 
Karl Frederick, of Ruthrauff & Ryan; Beauford Jester, national of- 
ficer of Kappa Sigma Fraternity; Smith; and Allen G. Ritter, of Los 
Angeles, national president of Kappa Sigma, 


| be stationed 


INTERNATIONAL ‘COPETTES,’ dressed in distinctive uniforms 
will be stationed at various points on “International Highway,” THC’s 
exhibit at the Cleveland road show in January. Shown are four of the 


Jane Laws. 


IHC Plans Novel Display 
For Trucks at Road Show 


CLEVELAND. “The Inter- 
national Highway” is the name 
of a distinctive equipment dis- 
play to be made by the Inter- | 
national Harvester Co. at the 
road show of the American Road 
Builders’ Assn. here Jan, 17-21. 

The exhibit will stretch along 
the west and north walls of the 
exhibition hall for a total of al- 
most 500 feet. It will be from 20 
feet to 30% feet wide. For 372) 
feet it will be backed by a wall | 
painting, 13 feet to 22 feet high, 
showing typical road scenery for 
the most part in fall setting, but | 
at one end also in winter setting 
to provide the proper background | 
for the display of International 
trucks and tractors as they would 
be used in snow removal. 


Pretty girl “copettes,” dressed | 
in natty policeman uniforms, will | 
at various places 
along the highway to assist men | 
attendants in telling about the | 
highway and equipment uses| 
thereon. 

At one end International-| 
powered equipment used in initial | 
excavating and earth - moving | 
operations on road projects will | 
be shown. Then comes a series of 
other types of International- 
powered equipment with neces- | 
sary accessories and materials. 

All motor trucks to be shown | 
belong to the new D line of In- 


Phila. Dealers 
Told to Ignore 


New Tax Levy 


PHILADELPHIA.—Members of 
Philadelphia Automobile 
Trade Assn. have been advised by 
W. P. Berrien, secretary, not to 
pay the taxes recently levied | 
under the “Highway Privilege | 
before consulting | 
counsel, and that, if payments 
have been made, they should} 
state on check, bill, copies or by 


The tax, put through by Mayor | 


| dollar” 





measure for raising funds and 
levies on “every kind of sign, can- | 
opy, vault, space beneath the) 
sidewalk, coal hole and fuel in-| 
take,” according to Berrien, who 
says it constitutes a fine against | 
certain persons for being retail | 
merchants. 


Show Site Burns 

MANCHESTER, N. H.—The Ritz 
ballroom, scene of numerous auto- 
mobile shows during its existence as 
Mechanics Rink, Mechanic Hall and 
LeChateau during the past half-cen- 
tury, was destroyed by fire this week 
at a loss of $20,000. 


ternationals, announced last 
spring, which range in capacity 
from half-ton light-delivery or 
pick-up units to the largest six- 
wheelers. They include conven- 
tional four-wheel units,  six- 
wheelers with both dual-drive 
and trailing axles, and cab-over- 
engine types. The complete In- 
ternational line consists of 24 
models in 73 wheelbases with 
gross vehicle weights ranging 
from 4,400 to 62,000 pounds. 


Case to Show 


|A New Product 


RACINE, Wis.— George Iver- 


|son, industrial sales manager of 


the J. I. Case Co., has announced 
that the company will display 
two rubber tired tractors equipped 
with snow plows, a new product, 


at the road show in Cleveland in| 


January. The plows have 
built to Case specifications by the 


Good Roads Machinery Co., Ken-| 
| net Square, Pa. 


Talmadge ‘3 Dollar’ 
Tax is Abandoned 


ATLANTA.—By a vote of 120 
to 20, the Georgia house of repre- 
sentatives has voted to abandon 
Gov. Talmadge’s famous 
motor vehicle license tax 
and return to a graduated scale 


|running from $1.50 for light pas- | 
|senger cars to $3,000 a year for'| 
| heavy trucks. 


The state senate is expected to 
concur in the measure in a few 
weeks. 


Sadao 127 
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“THIS APPLE FREE, SO IS 


“three | 
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ass. Law Penalizes Truckers 


Dieta 


‘Brooks to Head 
Studebaker Corp. 
of Canada, Ltd. 


WALKERVILLE, Ont.—M. 8S. 
Brooks has been elevated to 
president of the Studebaker Corp. 
of Canada, Ltd., 
according to A. 
L. Frank, chair- 
man of the 
board. Prior to 
his promotion, 
Brooks had been 
vice - president 
and general 
manager of the 
same firm for 
more than three 
years. 

In 1921 Brooks 
| joined the Ford 
Motor Co. of Canada, Ltd., and 
shortly thereafter was sent to 
Australia to investigate the feasi- 
| bilities of setting up manufactur- 
ing operations on that continent. 
After a short trip to Canada he 
again returned to Australia as 
general service manager of the 
newly formed Ford Motor Co. of 
Autre Pty., Ltd. 
| 


M. S. Brooks 


The Studebaker Corp. of Aus- 
tralasia, acquired Brooks in No- 
vember, 1926. He was first made 
sales manager and later manag- 
ing director. Following this, he 
returned to the United States and 
Canada where he served as as- 
sistant sales manager of the 
Studebaker Corp. of Canada, Ltd., 
and as manager of retail branches 
for the Studebaker Corp. of 
America in South Bend, Ind. In 
August, 1933, he resigned this 
| post to join the Chrysler Corp. 
of Canada as a sales executive, 
where he remained until he re- 
'turned to Studebaker of Canada 
lin the fall of 1934 as vice-presi- 
|dent and general manager. 


Taylor is Elected 
By Akron Dealers 


been | 


AKRON.—H. L. Taylor has 
been chosen president of the 
Akron District Auto Dealers 
Assn. George Taylor was chosen 
vice-president and Herbert W. 
La Morder was named treasurer. 
Harry Bennett was retained as 
secretary-manager. 

The remaining six directors 
elected were Joe Burns, retiring 
president; N. G. White, M. Earl 
Mansfield, K. A. Hoskins, W. R. 
Bushman and E. R. Jones. 


ADN has over 200 correspondents 
|in strategic points throughout_ the 
United States and the world, to keep 
| its readers in step with march of 
events throughout motordom. 


HALF your gas.” This slogan, a 


comely damsel and plenty of apples were used by ingenious Walter 


E. Schott, president of Walter E. 


Schott Co., Cincinnati, Willys dis- 


tributor for Ohio and Indiana, to attract spectators to the Willys 
truck line during recent shows and exhibitions. 
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One sacred pledge we make our friends here 
and now. This publication, God willing and so 
long as it is in our charge, will never champion 
the cause of any individual or any corporation 
which is not for the best interests of the automo- 
tive industry as a whole. Nor will its columns 
be used to spread gossip or inflame prejudice. 
It will confine itself to the upbuilding of the 
industry it is pledged to serve, wholly through 
the dissemination of NEWS which is timely, 
authentic and of value-—(ADN 6-10-1933) 


SATURDAY, DECEMBER 18, 1937 


What About the Shows? 


BEGINNING with 1935 the annual showing of new 
automobiles at New York was moved forward from 
January to November. The same procedure was followed 
in 1936 and again this year. Now the question has been 
raised as to whether or not the fall announcement period 
has advantages over the former mid-winter season which 
was originally adopted because of the seasonal nature of 
the earlier cars. Certainly this is a question sufficiently 
important to warrant the interest of every man in the 
automobile business. Show time always marks the be- 
ginning of a new year and nothing could be more im- 
portant in any venture than a proper start. 

From the standpoint of ADN the date on the calendar 
which marks the start of the new year is not so im- 
portant. What we consider as important is that the ma- 
jority of persons in the industry agree that whatever the 
date selected is the best. Certainly the fall announcements 
have some advantages from a standpoint of weather, par- 
ticularly in the northern states, but if these advantages 
are offset by clean-up difficulties and top-heavy used car 
stocks during winter then a change is in order. 
PSAsING before the Michigan Manufacturers Assn., 

this week William J. Cameron of Ford Motor Co., 
pointed out that one of our business bothers today is the 
suspicion constantly cast upon business and the motives 
behind every move it makes. We agree heartily with Mr. 
Cameron that this unfortunate condition has a depress- 
ing effect on business and the people as a whole. It is 
reasonable to assume, that, if for no other reason than 
human error, business would have to be guilty of doing 
something magnanimous once in awhile. 

It is our impression that this feeling of distrust and 
suspicion has much to do with the current decline in trade 
generally. But in our estimation there are two sides to a 
question and business has been equally prone to question 
every motive of government. Somewhere in between we 
feel, lies the answer to the end of the slump and a return 
to recovery. Alfred P. Sloan of GM put his finger on this 
sore spot a few weeks back when he said that the co- 
operation of industry, government and agriculture is es- 
sential at the present time—and by co-operation, he made 
it clear, he meant more than mere verbal acquiescence. 
Perhaps, we would be better off if we would all stop pan- 


ning and begin a little pandering. 
) A world of turbulence it is pleasant to look forward 
to next week-end with the hope that more of us will 
endeaver to follow and reflect the teachings of the man 
whose birthday we will then celebrate. But knowing our 
kind as we do, we are inclined to fear that in a moment 
of joy and exuberance, which comes to us on any holiday, 
many motorists will meander forth to meet their maker. 
Dealers and others who come into contact with motorists 
can do much missionary work, and, we hope, by their ad- 
vice prevent a repetition of the appalling record set 


throughout the country on Christmas and New Year’s a 
year ago. It’s worth a trial. 


Panning vs. Pandering 





Come Christmas 


Chicago—307 N. Michigan Ave. | 


Bernard J. 


oe 


By GEORGE M. SLOCUM 


Ss i 
a friend 
of mine, “that 
|the typical salesman here in 
|America, who is normally a 
| super-optimist, is the first one to 


“Why 
asked 


| JUST BEFORE 
| CHRISTMAS! 


the minute he gets his first can- 
cellation? The average man who 
is the boss of a factory or a 
store, depends more on the sales- 
men who visit him for his knowl- 
ege of what is going on, than he 
reads in his trade papers or the 
daily press. I wonder if the 
average salesman really knows 
that he is the Walter Winchell 
of business and that his passing 
remarks on conditions are ac- 
cepted as gospel truth by the men 
he contacts. If he did, he might 
be a little more careful in the 
kind of gossip he spreads!” 


* * * 


YOU AND I KNOW that this 
statement is true and the far- 
reaching results of ill-considered 
words, based on a foundation or 
hearsay, will do more to put this 
country in the doldrums than all 
the pros and cons emanating 
from Washington. Many a man, 
who considers himself a good 
salesman, may soon be twiddling 
his thumbs and wondering at the 
injustice of his boss, little realiz- 
ing that he has no one else but 
himself to thank for “being taken 
off the road.” 

* * 


I WONDER, for instance, how 
many salesmen have taken it 
upon themselves to memorize the 
words of Lammot duPont, who 
said, in New York, a couple of 
weeks ago, that these United 
States were headed for a period 
of prosperity such as we have 
never seen before. Or how many 
have repeated the interview with 
Henry Ford, the sage of Dear- 
born, who, within the current 
month, said that nothing in or 
out of Washington could prevent 
the United States from going 
ahead, and backed up his state- | 
ment with a rather convincing 
argument when he announced 
that he had just signed the con- 
tract for a $40,000,000 expansion 
program at Dearborn. 

on * ed 


THE LUNCHEON CLUBS in 
every city, where salesmen gather, 
are doing an overflow business 
these days, because the boys 
want to get together and console 
themselves with the other fel- 
low’s troubles. Talk about the 
Ladies’ Aid tete-a-tete, the scan- 
dal which passes around “amongst 
us boys,” put the female con- 
tingent out of the running. They 
seem to forget that gossip can 
ruin good business as quickly as 
it can the reputation of a good 
girl! 





* 





* * * 


JUST SO THIS WON’T sound | 
like scolding, we might start 
passing along some of the opti- 
mism expressed by Russ Hill be- 
fore the Traffic Club of Detroit 
yesterday, in which he said, 
among other things: “The wealth 
of the United States equals the 
combined wealth of Great Britain, 
Germany, France, Japan, Italy 
and Russia. A _ nation that’s 
done that isn’t through. It has 
only started.” * * * “You will see 
new swimming pools, bowling 
alleys, picture shows, dance halls 
and card rooms on the railroad 
trains of the future,” Hill said. 
“These railroad cars will be built 
of a combination of light alloys 
and will be drawn by electric and 
Deisel-powered locomotives. They 
will cross the country at 200 miles 
an hour over roadbeds of solid 
concrete. This development alone 
will release billions of dollars for 
construction purposes. Their con- 
struction will require millions of 
hours of labor. That is only the 
beginning. You will see 10- and 


| become a purveyor of pessimism | 


| 





| panacea 
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The Proverbial Needle’s Eye 


in This 


Corner 


The views expressed in this column are those of our readers 
and do not necessarily coincide with those of the editors. Readers 
are invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


| Exemplary Dealers 


In Sparks, Dec. 4, you refer to 
the need of a used car cathartic 
and point out that W. E. Butler’s 
is a lower time sales 
rate on used cars. 

While a lower time payment 
rate on used cars is desirable, 
and I subscribe to what Mr. But- 
ler says, every dealer knows 
there has been no substitute for 
the axiom “Used cars bought 
right are half sold.” Despite 
losses to dealers on used cars 
sold — despite sacrifices through 
auction sales and drastic mark- 
downs when used car stocks be- 
come frozen—and despite the 
fact that dealers cannot take cor- 
responding models in at the 
prices at which they are sacri- 
ficed—there is still no relief in 
sight to the dealer. Perhaps that 
is as it should be because the ap- 
parent attitude of a high per- 
centage of dealers is to make a 
sale regardless of consequences. 
The conscientious dealer is com- 
pelled to go along to a greater or 
lesser extent on exhorbitant al- 
lowances because of pressure 
from all sides: rightful share of 
the volume for the _ factory; 
chancing a half profit where 
force of competition will not let 
him gain a full profit; or any one 
of several reasons with which we 
are all familiar. 

Until the chiseler is properly 
dealt with—until it is no longer 
possible for an establishment of 


low standard of representation to 


12-lane highways laid on a sub- 
structure of steel automatically 
heated. You will be given per- 
fect road conditions at all times.” 
* cy x 
BEFORE YOU GIVE the 
United States back to the Indians, 
boys, will you kindly note that 
savings banks, insurance com- 
panies, etc., are fairly bursting 
with spendable cash? This is not 
the stuff of which a real depres- 
sion is made!—G.M:S. 


be appointed to the detriment of 
an exemplary dealer, there can be 
no stability to allowance or sale 
of used cars. And just so often 
as we have business recessions, 
there will be stagnated used car 
stocks and the appalling mor- 
tality rate in this business. I am 
not one who subscribes to legis- 
lation of the subject, but you and 
I know definitely there is a 
simple and effective cure. 


With used cars bought right 
and sold right and the time pay- 
ment rate properly adjusted, I 
am convinced that many other 
evils such as alleged packing of 
finance charges, tampering with 
speedometers, camouflaging tire 
wear by regrooving, etc., etc., will 
be considerably minimized if not 
eliminated, and commonly used 
slogans such as “Be sure of your 
dealer,” “Buy with confidence,” 
“A safe place to buy,” etc., will 
not be necessary.—PENNSYL- 
VANIA DEALER. 


Inventories 

One of my customers asked me 
a question and I am relaying it 
to you. He would like to know the 
approximate amount of used cars 
that are on the lots of the auto- 
mobile dealers of both new car 
and used car at any one time in 
the United States. 


I realize it would be guess 
work, but he claims the figure is 
around 600,000 and I feel that is 
quite low. Would you be kind 
enough to write me your opinion 
on this matter? It has aroused my 
curiosity to such an extent that 
I am awaiting your answer as my 
kids are Santa Claus. — Louis 
Grossman, Pontchartrain Motor 
Co., Inc., (Oldsmobile-LaSalle) 
New Orleans. 


Epitor’s Note: Used stocks of 
cars and trucks are estimated by 
ADN at 800,000, of which about 
65,000 are used trucks. The value of 
this inventory is estimated at 
$231,200,000. 





ED APPLEBY is pretty much the 
typical American. He works for a typical big 


company. He lives in a typical small town. 


Ten years ago, Ed’s whole life was lived in 
his town. The rest of the world was just date 
lines in the newspapers, places to go on vaca- 
tion. But the big Depression that started in 
1930 did things to Ed’s town, and to Ed. And 
since 1933, most of the important things that 
have happened to Ed haven’t happened at 


home, but in Washington, D. C. 


Washington opened the closed bank which 
held Ed’s money. The NRA gave him Satur- 
days off. The AAA started the farmers buying, 
helped business in Ed’s town. The ERB took 
care of the folks out of work. The CWA made 
a road past Ed’s house. The PWA built the 
school where Ed’s kids go. Up to this point, 


Ed thought Washington was okay! 


Then Washington scrapped the NRA, made 
some folks work more hours per week; killed 
the AAA, made the farmers grumble. Ed has 
to pay income tax now. Social Security takes a 
little out of his pay envelope. A CIO strike 
put him out of a job for a few days last year. 


Living costs more. 


This fall the stock market flopped. Ed’s com- 


pany has had some orders cancelled, laid off 


a few men. The merchants in Ed’s town won- 
der whether trade will be as good next year. 
Prosperity seems to have stubbed its toe at the 
minute. The business men in the town blame 
W ashington, say the drop is due to the SEC, 


the surplus profits tax, government spending. 


It’s all pretty confusing to Ed. Washington 
affects his job, his income, his future. So Ed 
is mighty interested in everything that goes on 
in Washington these days. He’d like to know 


what it’s all about. 


His newspaper helps some. So do the radio 
commentators. But spot news, the day-to-day 
record of what is happening in Washington, 
isn’t enough for Ed today. He’d like to know 
what is happening to Ed! And he has found only 


one place to find out—the national magazines! 


Of course Ed always read the magazines. 
The stories were interesting, helped to pass 
the time. But today Ed, and millions of Ameri- 
cans turn to the magazines for more than enter- 


tainment—for enlightenment! 


The magazines have time enough and money 
enough to employ people who can answer Ed’s 
questions, tell him what things mean—not only 
in Washington, but in a changed and changing 
world. The magazines interpret as well as inform; 


report significance as well as news. 


Because the need to know is so pressing, so 
imperative, to all types and conditions of people 
—the magazines are read today with more 
attention, deeper interest, more appreciation, 
more results, by more thinking people! Because 
the magazines supply a public service nowhere 
else available, they play a vastly more important 
part in the life of the American people—and 


of American business. 


* * * 


lr your advertising needs an interested 
audience, a thoughtful and attentive reception 


—your business needs the national magazines. 


Never in the history of your business has 
advertising been so important as now. Never 
before have so many media made claims to 
your appropriation. Never before have there 
been so many advertising novelties and side- 
shows to distract the buyer of advertising. But 
the national magazines, the mother of national 
advertising, still do the best basic job of getting 
attention, getting reception, getting results 
at a lower cost than ever before. 

It’s time to put your major effort in the 


major media—magazines! 


“THE CROWELL PUBLISHING COMPANY 


THE AMERICAN MAGAZINE e@ COLLIER’S 
THE COUNTRY HOME MAGAZINE ¢ WOMAN’S HOME COMPANION 


PUBLISHERS OF 
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Maryland Assn. Urges Dealers to Up Prices 2% 





Diesel Progress in U.S. rer emcee gan | Higher Cost of Operation, 


Cited by Hercules Head issy'*its tees" eteuy soe Loss of Profit are Cited 


In America, working indepen- 
SANTON, O i a a - | dently of the European builders, Continued fro m m Page 1) 
’ . merica, which an years has been recognized| Hercules developed progressive creased costs, and such increases , product of the automobile manu- 

adopted the diesel engine from| as the most economical type of turbulence and controlled combus- have not affected sales volume, | facturer, 
Europe, has made great progress| engine for many kinds of heavy-| tion—made possible by the use of and “Therefore be it resolved: 
in diesel engineering and has| duty power, its wider application| a patented pre-combustion cham- ; pe ee. as en 
adopted this type of engine to a| until recently was limited by three| ber which insures clean burning “Whereas, the dealer is as much That the Automobile Trade 
wider variety of uses than any| factors: First, truly high-speed of fuel, thereby eliminating ob- concerned with maintaining sales | Assn, of Maryland recommends 
foreign country, declares Charles diesels which would operate eco-| jectionable exhaust gases, smoke| volume as the wholesaler or|to all automobile dealers of the 
Balough, president of Hercules nomically and smoothly and with and odors. . manufacturer, and more con-| State of Maryland, that effective 
Motors Corp. the necessary flexibility for auto- Clean, compact design has re- business. 3a able to remain in| on Dec: 15, 1937, that factory sug- 

- ; | motive uses had not been devel-| duced the weight of modern die-| business as an outlet for the gested delivered prices be in- 

During the last quarter of a| oped. The early applications of| sels until these engines weigh Se ee | creased 2 per cent, plus the odd 
century both European and| diesel engines were almost en-| Only moderately more than gaso- Tex. Re Rise cents being increased to the even 
American diesel engineers, work- | tirely stationary or marine, for in| line engines of corresponding ex. eceipts US€ dollar, which is the formula as 
ing indepedently, have bent their| jts early form the diesel was a| horsepower rating. AUSTIN, Tex.—Gasoline tax col-| adopted in the District of Co- 
best efforts toward the problem| heavy engine with a limited range “Added ‘flexiility and the reduc- | !¢¢tions during the first three months | }ymbia.” 
of adapting this efficient, econom-| of speed. Second, the operation of| tion of weight has made the die- of the ceerens fecal year aggregated 
ical type of engine to commercial | early diesels was accompanied by/| sel adaptable to a variety of uses a ae ae oe et lee. > 
vehicle use,” Balough states. disagreeable smoke and odors.| far beyond the fondest hopes of | tions for the corresponding period Marts Will Head 


“Although the diesel for more| The third important restriction! the early diesel builders.” of last year. 
QU = = 
‘Wash. Automotive 


‘Maintenance Assn. 


” | SEATTLE.—New officers and 
directors have been elected by the 
Automotive Maintenance Assn. 
Ada OVED Carl Marts is the new presi- 
dent, succeeding Evans C. Bunker, 
who also served as_ executive- 
secretary the past year. Bunker 
| will continue in that capacity. K. 


T. Foster was chosen vice-presi- 
dent and J. W. Hueter, treasurer. 


TRC CRC ea a Sa 

% Elmer’ Childs, of University 
4 | Willys-Knight; Hueter; John 
Markley; A. T. Olson; S. A. Stam; 
Frank Johnson; Carl Marts, of 
Carl O. Marts Auto Repair, and 
Walter Swedman. 


At the annual meeting the 
association discussed the proposed 
state regulations to prevent oc- 
| cupational diseases, as concerned 
with automotive repair and 
service shops and departments. 
Considerable modification in the 
rules is expected before final 
adoption, so that they will be far 
less stringent than first planned. 


A note of optimism was intro- 
duced at the meeting by M. Wat- 
son, special representative of the 
| Shaler Co., who stated he believed 
| trade would soon pull out of the 
present recession and push ahead 
in the near future with a greater 
volume of business than in years. 





how iasa 


HAND TOOLS 
IMPROVED . . 


BY TOUGHENING WITH NICKEL 


Even the prosaic hand tools such 
as hammers, wrenches, screw 


<E INS A SYMPHONY, Hyatt Quiet Roller Bearings drivers, shears, etc., can be vastly 
LIKE INSTRUMENTS IN s 7 ' y , Q & improved by the use of the right 
function in motor cars with perfect precision, complete harmony, kind of material—thus providing 
ee , ; ; trouble-free performance where 
and least friction. That’s why mechanical equipment on the road is tool failure might be embarrass- 
os ‘ ing. Borrowing from the experi- 
today more efficient, more dependable, more economical, longer citke “ak tea aiamniien industry 
. . . . with high-grade Nickel alloys, 
lived. In answering the call for more and more bearing stamina... peo tg age tool 
: : : : nufacturers are producing han 
stamina that prolongs machine life, promotes better performance, ae os rl Nicket ies 


7 ‘ eS 2@ i »chanical efficiency... Hy »sion steels of various kinds. Such al- 
and guarantees more enduring mechanical efficiency ... Hyatt desig ee arartahty ereuiia aaa 


“neineers. ¢ > craftsmen i 51 have achieved the perfec- sistance combined with great 

ROLLER BEARINGS engineers, and the craftsmen in our plant, P anes ee eee 
tion in bearing manufacture that is traditionally Hyatt. The remark- Toughness and shock-resistance 

. also are attributes of these ma- 


able accuracy of Hyatt Quiet Roller Bearings guarantees that all terials. Over and above these 
. ; ; , ; ; ; properties, the presence of Nickel 
the parts they protect will be maintained in true working relation- in the steels provides fool-proof 

| heat-treating properties so es- 


ship, without adjustments and wear, for an almost indefinite period. sential to any 
highly - stressed 


No finer tribute could be paid to Hyatt performance than their sarts. 

wide use today by leading automotive manufacturers . . . Hyatt THE 

Bearings Division, General Motors Corporation, Harrison, New INTERNATIONAL 
NICKEL COMPANY 


. Jersey, and Detroit, Michigan. INC. New York, N.Y. 
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Overstocked Atlanta Dealers Ask Finance Rate Cut 


Shorter Finance Terms 


Viewed as Another Aid’ 


|chase of a new car anyway, 


Special to Automotive Daily News 

ATLANTA.—Although the ad- 
vent of the new models stimu- 
lated new car sales here to some 
extent, dealers report that new 
and used car sales are running 
from 20 to 30 per cent under this 
time last year. 

Stocks of new cars are large, 
and those of used cars are not 
only large, but are steadily in- 
creasing despite setting of a low 
price for trade-ins. 

There isn’t much the used car 
department manager can _ do 
about low-priced cotton but there 
are two angles from which he be- 


— - — 


Insurance Law 
Obstructing Car 
Sales in Mass. 





(Continued from Page 1) 
questionnaire that gives a lot of 
specific data as to how many will 
drive the car in a family; state- 
ments of any accidents in which 
the owner’s car has figured; has a 
driver’s license been suspended or 
revoked, and things of that 
character. 

In case the appeal board rules 
against the motorists, his only 
way to put his car on the road is 
to put up $5,000 in cash, a $5,000 
bond or securities to that amount. 
Needless to say, few, if any, mo- 
torists would tie up that amount, 
and those who cannot do it would 
run into many thousands. The in- 


surance companies base refusals | 


sometimes on the car, its age and 
condition, 
may be. 


Francis J. Massa- 


DeCelles, 


chusetts insurance commissioner, | 
insur- | 
ance companies requesting that| 


has been conferring with 


they be lenient, and the appeal 


board has been able to persuade | 


companies to accept some risks 
they had turned down. But it is a 
serious situation now, with the 
companies making the _ claim 
that they cannot accept everyone 
without losing money. 


Baxter Re-elected 


NAPA President: 


37 Sales Up 714% 


CHICAGO.—Members of the 
National Automotive Parts Assn. 
were told Wednesday that sales 
for 1937 were 7% per cent above 
1936 in the annual president’s re- 
port by A. F. Baxter of Buffalo, 
N. Y., who was re-elected. 


Other officers re-elected were: | 


Carlyle Frasier of Atlanta, vice- 
president; Henry Lansdale 
Detroit, executive vice-president 
and director; E. S. Baldwin of 


Columbus, O., and R. W. Boozer | 


of Indianapolis, directors. 
Members named to the manu- 

facturers’ board included C. G. 

Wood of Cleveland, H. A. Seith 


of Detroit and C. E. Hamilton of 


Richmond, Ind. 


Pa. Plans Compulsory 


Training for Drivers 


HARRISBURG, Pa. (UTPS).— 
A $2,000,000 program for drastic 
reduction of Pennsylvania’s high- 
way accident death toll, through 
a compulsory 40-hour training 
course, is under the consideration 
of Gov. George H. Earle. 

The plan calls for eight state 
traffic schools, each to be 
equipped with 10 miles of road 
including both open highways 
and city streets; lecture halls, 
mechanical training shops and 
“beginners’ fields.” 


Moves Quarters 
DETROIT.—The Harris Products 
Co. has moved its quarters from the 
Stephenson building here to its own 
building at 5408 Commonwealth 
Ave. The building is 35x90 feet. 


also on who the owner | 





of | 





lieves an approach to a solution 
to the used car problem can be 
made. 

One of these is through shorter 
finance terms, dealers being gen- 
erally agreed that 18 months in 
which to pay should be ample. 
The other is in a reduction of in- 
terest rates on used car paper, 
especially to customers’ with 
grade-A ratings. Dealers 
believe that high rates are quite 
definitely slowing sales on 1937 
models, customers preferring to 


interest. 


out in the spring rather than in 
the fall, giving the dealer an op- 
portunity to get rid of his used 
cars always high in October and 


here | 


| Chandler 
buy new cars at lower rates of| 





November before encountering | 
the flood of trade-ins that comes 
with the new models. 

As one dealer points out, spring 
is the logical time for the pur-| 
and 
such a procedure would speed the 
sale of new models. 

Dealers are pinning their hopes 
for a good year in 1938 on a large 
volume of deferred buying which, 
instead of being done this fall, 
will probably be done next spring. 


Ky. Governor Opposes 


Diversion for Bridges | 


PADUCAH, Ky.—Gov. A. B. | 
announced here this 
week that he is unalterably op-| 


| posed to diversion of money from 
A pointed dealer suggestion is| 
that new car models be brought} 


the road fund to free Kentucky’s | 
intra-state toll bridges. The gov-| 
ernor said he would attempt to 
block any such move should it 
develop during the 1938 session of 
the legislature. 


| of 
|three years old or less. 


‘Survey Reveals Necessity 
For Equal Finance Rates 


SYRACUSE, N. Y.—A survey of 
one week’s new car deliveries in 
the Syracuse area, made by 
Hubert J. Wright jr., treasurer of 


| Hubert J. Wright, Inc, (Nash dis- 


showed that 78 cars out 
sold involved trade-ins 
Also it 
was found that 80 per cent of 
these trade-ins will compete with 
some new car price. 


In revealing this 
Wright said: 

“Further study shows that on 
an average balance, at the pres- 
ent used car finance rates, these 
cars will carry a finance rate of 
from $12 to $20 more than the 
same balance on low-priced new 
cars on 12 months contracts. In 


tributor), 
118 


information, 


other words, the used car buyer | 





is penalized from $1 to $1.75 per 
month in payments as compared 
to the new car buyer. This sets 
up a further barrier against the 
sale of high-priced used cars 
which, as shown in this survey, 
constitute a high percentage of 
new car trades. 

“Banks and outside finance 
companies have recognized that 
this is unfair, and they finance 
late used cars at the same rate as 
new cars. This same practice 
should be followed out by the na- 
tional finance companies, for if 
they do not aid dealers in every 
way with the sale of high-priced 
used cars, they will find a loss in 


|the possible new car business in 


the near future.” 


A traveling man 


--- deserves a Mohair Velvet ride 


Every time you sell a car upholstered in 


Mohair Velvet, you act as Santa Claus! 

Velmo Mohair Velvet is seasoned for a 
traveling public. It wears, literally, 
the last mile.” Its ventilated back is cool 
in summer, its velvet surface is comfort- 


able at any time. It is skid-proof on sharp 


Gusset 


shabby! 


“to 


turns and sudden stops, and kind to cloth- 
ing. It improves a car’s trade-in value, 
because this upholstery doesn’t wear 


Are you specifying Mohair Velvet up- 
holstery in your cars? That’s a sure way 
to boost value—and sales! 


VELHO 


MOuHA 


iR VELV 


Selling Division of Goodall-Sanford Industries 


ET 


C. CHASE & COMPANY, 295 Fifth Avenue, at 31st Street, New York City 
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Sealers Split on Show Date Change Proposal 
atest x0 ADN Poll is Inaugurated 


To Determine Sentiment 


Awards for Plant Satety 


DETROIT.—Awards for safety 
accomplishment, including at least | 
two occasions where heroic action 
prevented loss of life, were pre- 
scribed at the annual safety pro- 
gram of the Hudson Motor Car 
Co., here this week. The awards 
were made by the Hudson Amer- 
ican Legion Post, Michigan Mu- 
tual Liability Co. and the Hudson 
Motor Car Co. 

J. A. Purdy, director of safety 
of Michigan Mutual, made special 
awards to H. Bornemann and} 
Daniel McKinney, for heroism at 


iority in his department for the 
best safety rating of the year. 
George Sadler, oldest employe in 
seniority in his department, re- 
ceived a plaque for the best safety 
rating for the first quarter of 
1938 production, Other depart- 
mental awards will go to the Body 
Trim Division, Machining Divi-| 
sion and Sheet Metal Division for 


| high standing in safety work and 


for minimum of lost time through 


| accidents during the past year. 


Individual awards were given to 
W. F. Warneke, safest and most |} 


| safest and most careful crane op- | 
| erator at the main plant; George | 


Ahoe, safest and most careful | 
crane hookup man; W. V. Came- 


ron, safest and most careful elec- | 


tric truck driver at the main 
plant, and Cecil Morefield, safest 


(Continued from Page 3) 


and most careful electric truck| should be held in January to 


driver at the Gratiot plant. 


Breitkreutz Heads 


Jefferson Dealers 


JEFFERSON, Wis.—Elmer 
Breitkreutz, of Lake Mills, has 
been elected president of the 
Jefferson county branch of the 
Wisconsin Automotive Trades 
Assn. 


| stimulate business for the spring.” 


| Washington 


W. A. Rogars, Barry-Pate Mo- 
tor Co. (Chevrolet): “I think the 


present new car announcement | s 
| weigh the other factors and I am 


dates are satisfactory from every 


standpoint. I feel confident that | 


whatever recession the automo- 


bile business may be experiencing | 
|Plymouth): “Shifting the an- 


at this time has nothing whatso- 
ever to do with the announce- 
ment dates. I feel quite strongly 
that they should not be changed.” 


Commander 


careful truck and pick-up driver; | 


of the} Harlan Hall, safest and most care- 


American Legion presented the| ful truck driver at the Axle plant; 
American Legion Plaque to Emil| E. C. Combs, safest and most | 
Feierabend, oldest employe in sen-! careful tractor driver; A. Hisson, 


<oh-h- lh 


Other officers named are: A. 


Watertown, treasurer. 


Stanley H. Horner, Inc. (Buick): 
Bethke, Fort Atkinson, vice-| “There is a distinct advantage to 
president; Henry Kunz, Waterloo, | the fall announcement because it 
secretary, and Floyd Shaefer,| enables us to pick up some De- 
cember business which we > other- 





Kant to hear a Secret? 


ISTEN. Not so far away is a plant 

that ranks among the top notchers 

in a highly competitive field. Their operat- 

ing margin is so slim that they’ve got to 

keep their cost of production right down 

to rock bottom if they want to stay in 
business and show a profit. 


They and their competitors swap infor- 
mation back and forth, so they were satis- 
fied that they were getting just as good 

production as the other fellow. But in their 
ben they had a natural hankering. They 
wished they could cut costs somewhere— 
but there just didn’t seem any way to doit. 


Not long ago one of our men made his 
regular call and asked them a few leading 
questions. Then he suggested that he could 
increase their production between tool set- 
tings if they’d make a change in the steel 
they were using. They were skeptical 
they knew they were doing as well if not 


better than their competition—but they’d 
try it out. Today their production be- 
tween tool settings has increased 700%!! 
They now process 8,000 to more than 
11,000 pounds of parts per day, instead 
of 4,000 to 8,000. Do you wonder they 
want to keep it a secret—that they won't 
let us mention their name or let us tell you 
what these “parts” really are? 


But we can tell you this—it was U-S:S 
Controlled Steel that turned the trick for 
them—plain carbon steel of the correct 
analysis, produced under painstaking 
scientific metallurgical control that insures 
consistent uniformity in physical proper- 
ties and structural characteristics. 


U-S:S Controlled Steels are not only 
specially selected to do the job better but 
are so produced that performance in 
processing and in service 1s uniformly de- 
pendable. Would you like more data? 


U-S:S Controlled STEELS 


CARNEGIE-ILLINOIS STEEL CORPORATION 


United States Steel Products Company, New York, Export Distributors 


Pittsburgh Chicago 
Columbia Steel Company, San Francisco, Pacific Coast Distributors ited 
UNTEEtD Saanaers: STEEL 








wise would not get. Of course 
there is a concommitant heavy 


| carry-over of used cars which is 


something of a problem, as al- 


| ways. However, taken by and 


large the advantages of the fall 
announcement dates far out- 


of the opinion that it would be a 
mistake to change.” 


Leo Rocca, Inc. (Dodge and 


nouncement dates from January 
to the fall was one of the best 
things the industry ever did and 
I would be strongly against any 
change from the present set-up. 
We now have a longer, more ef- 
fective selling season and a 
period, which in former years 
was discouragingly dull, now is 
active. Certainly I do not believe 
that any temporary national re- 
cession in business should be per- 


| mitted to sway judgment on this 


matter. The fall announcement 
dates have definitely proved 
themselves, at least insofar as 
our experience goes.” 


| Chicago 


S. L. Davis, Hupmobile Illinois 
Co, (Hupmobile): “Let’s keep the 
fall announcements with the pro- 
viso that they be all made at 
approximately the same _ time. 
After years of experience with 
winter announcements, it is my 


| recollection that they were pre- 
|ceded by three months of dull 


business and were accompanied 
by the same accumulation of 
used car stocks that we have now. 
Of course, in those days the 
dealers were loaded with left- 
over new cars also at the time 
of the yearly announcements. 
That situation, to the credit of 
the factories, has been eliminated. 
The solution is fall announce- 


|ments with everything presented 
|for the first time at the shows. 


As for the present situation of 
too many used cars, that is due 


|to the dealers themselves, not to 
|the fall presentation of new 
| models.” 


K. K. Kenderdine, Northwest 


| Auto Co. (Buick): “In my opinion, 
| and for definite reasons, we would 


do better to go back to January 


| announcements of new models. It 
|is true that fall announcements 


provide a stimulus to business for 
a month or so, but after the 
flurry is over, the sales curve 


| flattens out and remains that way 


until the spring selling season. 


| With new models coming out in 


January, the impetus would 
carry through. Furthermore, deal- 


|ers would not have to hold their 


used cars so long, awaiting the 


|}opening of the spring selling 


season.” 


Lynn S. Snow, Snow Bros. 
(Ford, Lincoln-Zephyr): “I would 
rather see later announcements, 
and would suggest January as 


|the proper time for presenting 
|the annual new car models. I 


believe it would work out better 


|that way, despite the fact that 


motor cars are purchased the 


| year ’round to a greater degree 


than ever before in the history of 
the industry. January announce- 


|ments would improve the situa- 


tion for dealers in the matter of 
both sales and inventories, in my 
opinion.” 


Opens New Branch 


CANTON, O.—As the initial step 
in a program of sales and service 
expansion in the mid-continent oil 
field, Hercules Motors Corp. an- 
nounces the opening of its first 
branch store at Kilgore, Tex 


Tally System Issued 


NEW YORK.—A simplified record 
system for service stations, which 
provides a running record of daily, 
weekly and monthly progress and 
eliminates complicated bookkeeping 
procedure, has been issued by U. S. 
Tire Dealers Mutual Corp. 
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Raps ADN’s Campaign 


For Parity on Terms 


DETROIT. 
of dealers have 
proval of ADN’s campaign for 
greater parity in new and used 
car financing terms, strenuous 
objection is entered by Thayer S. 
Warshaw, of Nevins Auto Co. 
(Pontiac), Lawrence, Mass. War- 
shaw asserts that the entire 
campaign is based upon a false 
premise, which does not seem to 
be borne out in any statement 
from any other dealers. 

ADN is publishing Mr. War- 
shaw’s letter in full herewith; 
first, because it has no desire to 
become party to any deception | 
and, second, because Mr. War- 
shaw calls attention to an im-| 
portant phase in used car mer- 
chandising, i. e., dealers have be- 
come too generous in their al- 
lowances for late model used 
cars in the past. The result is| 
that deductions made for depre- 
ciation for one or two-year cars 
has not been sufficiently large in | 
view of the current market. With | 
this statement, ADN is in com-| 
plete agreement and it was with 
this idea in mind that it sug- 
gested greater parity between | 
new and used car terms and | 
rates for financing. 

Solution Is Sought 

Unfortunately dealers do have 
heavy stocks of late model cars, | 
which were taken in at prices 
which were too high. It would} 
seem then that rather than weep | 


While a majority 


expressed ap- 


|It does not follow 
that you can argue back from the | 


|one for 





about the condition which 
brought us to “here,” it would be 
better to find a method which 
would take us on from “here” at 
the least loss to dealers as a 
whole. We cannot correct mis- 
takes that have been made and 
the next move is to soften these 
mistakes as much as possible. 

It was with this theory in| 
mind that ADN suggested parity | 
between new and used car terms | 
on late model cars which ARE | 
HONESTLY PRICED. 

The letter from Mr. Warshaw | 
is as follows: 

I have noted your original edi- 
torial, under the caption, New 
Car-Used Car Financing; also the 
letter upon that subject by Mr. 
Ear! Butler; and finally, your edi- 
torial entitled “The Lesser Evil,” 
in the issue of Dec. 4, iterating 
your original position. 

May I comment upon these 
three items in two ways. The 
first is destructive and in the 
negative. Both you and Mr. Butler 
are guilty of about all the mis- 
takes that it is possible to make 
in arguing a position. 

Firstly, your premise is sup- 
posed to be a statement of fact, 
the fact that used car financing 
charges are higher than those on 
new cars. This is not a fact. I 
suggest that you take your rate} 
charts for any balance over $300 | 
for 12 or 18 months, and compare 
the charges on new and used car 
financing. My charts represent 
three finance companies, one of 
them international, and I have 
checked and double-checked the 
figures. The used car charges 
run from $3 to $5 less than the 
new car charges. So your orig- 
inal premise is invalid. 

Calls It Untrue 

Secondly, you draw a con-| 
clusion, based upon this premise | 
which is not even true hypo- 
thetically, let alone its being un- 
true because any conclusion) 
drawn from a false premise is| 
itself untrue. You say that we 
are not able to move our current 
model used cars because the fi- 
nance charges are higher on used 
cars than on new. Hypothetical- 
ly, you mean that if used car 
finance charges are higher on| 
used cars than on new, then we 
cannot move the late model used 
cars. This is not true. The ques- 
tion never arises in a sale. As a 
proof of the incorrectness of this 
assumption, I shall try to point 
out what the actual difficulty is, 
in the constructive part of this 
letter. 

Thirdly, you violate a rule of 
logic so obvious that it should 





|of this whole problem. 


make you blush to think of it. 
Proceeding upon a premise that 
is not true, and using a hypo- 
thetical inference that is also not 
true, you proceed to argue from 
the one real fact that I will grant 
you to be actually a fact; namely, 
that late model used cars are not 
moving. You say, that inasmuch 
as it is permissible to argue that 
if finance charges are higher on 
used cars than on new cars then 
late model used cars will not 
move; and isasmuch as it is a 
fact that used cars are not mov- 
ing; therefore it is because the 
finance charges are higher on 
used cars than on new cars. Now 
aside from the fact that it is not 
possible to use this inference to 
argue with at all, let me point out 
your logical fallacy. Just because 
the conclusion is true, that does 
not mean that the premise is true. 
in any case 


fact that used cars are not mov- 
ing to the premise—no matter 
what it be—upon which the con- 
clusion is based. 

Now, you are wrong on three 
counts, one for an incorrect fact, 
an assumed and unwar- 
ranted inference, and one for 
using that inference together with 
a fact in an incorrect logical 
manner. 

Viewed Less Hazardous 

On the constructive and affirm- 
ative side may I say that I agree 
with Mr. Butler that used car 
paper is not any more hazardous 


| than new car paper. My own ex- 


perience bears this out. I have 
been a new car dealer since 1919 
and have never been in the for- 
tunate position of financing my 
customers’ paper myself. Since 
1919 I have done business with 
four different finance companies, 
and have, in the last 18 years 
sold about 3,600 new cars and 
about 8,000 used cars. Being an 
average dealer, in an average mill 
city, the percentage of time sales 
is about the same as the rest of 
the country’s. However, none of 
these four companies have ever 
lost one dollar on my business; 
nor did I at any time have more 
than 1 per cent delinquent over 
30 days. In short, I agree with 
Mr. Butler. 

Secondly, we come to the heart 
It is a 
fact that late model used cars are 
not moving as they should. I 
think I have destroyed the rea- 
soning which traces this back to 
finance charges. I too, should like 


|to pass the buck for not being 


able to sell those cars, to the 


| finance company, to the factory, 
| or, what is more pertinent, to my 


salesmen. These are not true. 


| Worse, they are not a solution. 


According to my observation, 
which I do believe is closer to 
the truth, and to the solution, the 
problem is right in the laps of 


|the dealers, where it was in the 
| first place, and whence it should 


not have been originally tossed 
around. 

Up to three years ago, I and 
other dealers charged a customer 


a yearly depreciation of from 33 | 


to 38 per cent, figuring 28 to 33 


| per cent for depreciation, and an- | 
other 5 per cent for recondition- 


ing. On a car delivering for $835, 


we charged $350 to trade a year- | 


old car. 
Market Value Low 


Today you will find that the} 


majority of dealers are trading 
for a yearly depreciation of 15 to 
23 per cent. 
are going to trade at that ratio of 
depreciation and own our used 
cars for more than our new cars 
cost us, we shall have this prob- 
lem with which we are now con- 
fronted. We own the late model 
used cars so high that we cannot 
afford to get rid of them at the 
market value; nor can we move 
them at our own cost. 

If your newspaper were really 
interested in the problems of its 
dealers, then you should have 


studied the problem more intelli- | 


Now, as long as we} 





11 


gently. It will not take you long | mine his own figures as to yearly|of these observations upon the 
to understand how incorrect was | trading depreciation on new cars,| three items referred to above as 
your original reasoning and ob-| both for the last couple of years, . 

servation. In a similar manner, | and for a period about five years | printed in your wae she ease I also 
it should not take Mr. Butler or | ago. | hope that you might comment 
any other dealer long to deter-| I hope that you will take notice | upon them editorially. 


“Our sales volume 
on Royal Masters 


is about 60% of 
our total tire vol- 


ume...our gross 
profit averages 
423%... Our Car 
Salesman’s average 
commission-10%...” 


- 


Pres. 
Grismer - Perkins, Inc., Distributors — 
Lincoln, Lincoln-Zephyr and Ford cars, 
Cleveland, Ohio 


No wonder car dealers 
everywhere hail this 
De Luxe Safety Tire... 


| call it the greatest plus 


profit maker of the day! 


@ You don’t have to go into the tire busi- 
ness to sell plus profit Royal Masters. You 
need make no large investment—carry no 
stock—have no added selling expense. 

Your salesmen are shown how to take 
these De Luxe tires right in stride—sell 
them as they do any other accessory, after 
the car sale is made. 

Everywhere people want these safety tires 
that give new Skid Control in wet, slippery 
weather. And you have the best opportun- 
ity to give them what they want, when 
they want it most—at the time they buy 
a new car. 

Get your share of Royal Master plus 
profits. Write today for complete informa- 
tion about our successful Car Dealer Plan. 


FREE! HAND DEMONSTRATOR! 


In one minute, right in your showroom, 
you can sell your car customers on the 
need for Skid Control. A card to us 
brings you this sales-clicking demon- 
strator FREE—there’s no obligation. 


y 


PA é a 


‘S-ROYALZzz 


DE LUXE SAFETY EQUIPMENT 


U.S. Tire Dealers Mutual 
S [United States Rubber Company”? 





Corporation 


1790 Broadway, New York City » 5725 Telegraph Road, Los Angeles, Calif. 
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Survey Shows Used Car Sales Still Stagnant 


Record Attendance Seen 


At Annual Meeting of SAE) 
| Flogaus Is Chief 


dressing the Annual Meeting Din- 


DETROIT.—Air conditioning 
for automobiles, the diesel 
gine’s p'ace in modern transpor- 
tation, the outlook toward 
performance requirements 
trucks; 
up-to-the-minute topics that auto- 
motive engineers from all parts 
of the country will discuss at the 
33rd annual meeting of the So- 
ciety of Automotive Engineers 
convening here, Jan. 10 to 14. 
Advance registrations indicate 
that total attendance will surpass 
the record 2,500 at last year’s 


for 


meeting, according to John A. C.| 


Warner, secretary and general 
manager of the society. 

In previewing the program 
Warner declared that the 1938 
meeting will put more emphasis 
on technical advancements and 
future trends than ever before. 
This, he believes, reflects the de- 
termination of the industry to 
engineer even greater comfort, 
economy and performance into 
the cars of the immediate future. 


C. F. Kettering, GM vice-presi- 
dent and a past-president of the 
society, will take “The 
in ad- 


portation” as his topic 


upholstery and ample head room. 


en- | 
legal | 


these are a few of the} 





Diesel | 
Engine’s Place in Modern Trans- | 


car buyers. 


ner. Harry T. Woolson, 
president and C. W. Spicer, presi- 
dent-elect, will also be called upon 
to address those attending the 
dinner by Toastmaster F. F. Kish- 
line, chairman of the Detroit sec- 
tion of the society. 

Four of the meeting’s 18 ses- 
sions will be devoted to aircraft | 
problems with emphasis on aero- 
dynamics, blind landing instru- 
ments and engine performance. 
Fleet operating engineers and 
truck manufacturers will have | 
their say in the transportation 
and maintenance and the truck, 
bus and railcar sessions. There 
will be three fuels and lubricants 
sessions stressing the co-ordina- 
tion of engine development with 
advances in fuels and lubricants. 


Passenger car sessions will be 
devoted to noise reduction, safety 
and air conditioning. Diesel engi- 
neers will discuss developments 
and future applications of the 
diesel engine. There will also be 
a session devoted to automotive 
production and a junior-student 
session which will include a pre- 
view of progress. 


SAE | 





An engineering exhibit will be 


But even 


held in conjunction with the/| 
meeting at which modern equip- | 
ment of prominent automotive | 


and machine tool manufacturers | 


will be displayed. 


Engineer at Reo 
LANSING.—Reo Motor Car Co. 
this week announced the appoint- 
ment of Howard A. Flogaus as 
chief engineer. 
recently with Yellow Coach Mfg. | 
Co., where he was in charge of | 
new development. 

Specialist in functional design, | 
Flogaus declared that moderniza- 
tion of bus and truck design has | 
really just begun. “Startling new 
designs,” he said, “will change 
many present commercial stand- 
ards of comfort, appearance, econ- 
omy, performance and value.” 


Flogaus keynoted Reo’s plans | 
company | 


by saying that the 
would strike out for leadership 


“in conceptive design and the cre- | 


ation of trends.” 


Adds More Meters 

PROVIDENCE, R. I.—An ad- 
ditional thousand parking meters, 
besides the 243 already in service, 
are to be installed by the bureau of 
police and fire, in various parts of 
the city. The first group have al- 
ready paid for themselves, despite 
a shortlived boycott started against 
their use. 


Comfort is an increasingly important factor in the minds of new 


They demand scientifically designed seats, durable 


more important to them is the 


smooth, restful ride which patented Delco Hydraulic Shock Absorbers provide. 


The Delco ride makes your demonstration test a convincing sales argument. 


It sells cars, and keeps them sold. There is a Delco Hydraulic Shock Absorber 


for every type of springing and assembly: Single Acting, Double Acting, Direct 


Acting, Inertia Control, and special applications for Individual Wheel Suspen- 


sion. 


SHOCK 


Delco Products Division, General Motors Corporation, Dayton, Ohio. 


DELCO 


HYDRAULIC 


ABSORBERS 


Flogaus was until | 


Stocks Continue to Mount, 


DETROIT. Detailed reports 
from various cities this 
show used car sales still stagnant 

|and inventories higher than at 
the same time a year ago. 


are beginning to bear fruit 
moving used stocks, 


week | 


But Some Easing is Noted 


total valuation of $370,206, and a 


unit value of $304. 


Figures for November, 1935, 


| Showed that 915 units were sold 
| during the month for a unit turn- 

There were indications that in| 
some quarters that dealer efforts | 


in | 
although no} 


| big upturn is seen in the market | 


| at the present time. 


| Following are surveys of vari- | 


ous localities, made by ADN staff 
| correspondents in the quoted 
areas: 


Oregon 


PORTLAND. 
of 21 dealers here 


Used car sales 
in November 


month last year, while inventories 
jumped nearly $135,000, according 
to the Automobile Dealers Assn. 
of Portland. 


Sales during the month totaled 
882 units, valued at $253,940, 
against 1,024 units, valued at 
$303,862, during November, 1936. 

Stocks on hand Nov. 30 totaled 
1,633 units, valued at $572,057, 
compared with 1,403 units, valued 
at $447,352, at the end of No- 
vember last year. 


Used car inventory, in dollars, 


-| was 28 per cent greater Nov. 30 


of this year than on the same 
date of last year; units were 16 
per cent more. November sales of 
the two years show dollar volume 


per cent fewer units. 


November, 1937, sales averaged 
|} $288 per unit, and average in- 
ventory value of cars on hand at 
| the end of the month was $350. 

In November of 1936 average 
sale was $297, and average in- 
ventory value of cars on hand at 
the end of the month was $312. 

Used car stocks of reporting 
dealers showed 33 per cent to be 
of 1935, 1936 and 1937 models; 17 
per cent, 1936 models; 13 per cent, 
1935 models. 

Twenty dealers 
new 1937 cars on 
and 124 demonstrators 
model. 


reported 154 
hand Nov. 30 
of 1937 


| Texas 


SAN ANTONIO.—Used car sales, 
as reported by 19 dealer-members 
of the San Antonio Automobile 
Trade Assn., here for November, 
reflected the downward trend in 
| business which has been evident 
| over the country during the cur- 
| rent month. Used car sales totaled 
1,091 units, or a unit turnover of 
| 82 per cent, against a unit turn- 
| over of 87 per cent for October. 
The report shows the following: 

On hand Oct. 31, 1,324 units; 
unit turnover for October, 87 per 
cent; sold during November, 1,091 
units; unit turnover, 82 per cent; 
total value of cars sold during 
| November, $314,067; value of 
turnover during November, 75 
| per cent; value of turnover dur- 
| ing October, 85 per cent; average 








| November, $288; average value of 
|used cars sold during October, 
| $295; cars on hand Nov. 30, 1,295; 
| total value of cars on hand Nov. 
30, $409,223; average value of cars 
on hand during November, $316; 
value of cars on hand during Oc- 
tober, $318. 

Comparison figures for previous 
periods showed the following: 

Cars sold in October, 1,052, for 
a unit turnover of 87 per cent; 
a total value of $311,471; a turn- 
over value of 85 per cent; an av- 
erage value of $296; a total of 
1,324 on hand Oct. 31 for a total 
valuation of $421,594, and an av- 
erage value of $318. 

November, 1936, figures showed 
935 units sold during the month 
for a unit turnover of 99 per cent; 
a total valuation of $248,453; a 
turnover value of 92 per cent; an 
average value of $266 for each car 
sold; a total of 1,216 on hand at 
the end of the month, having a 





dropped $50,000 under the same : 
| firms, having a total valuation of 





| value of used cars sold during| 


over of 97 per cent and a total 
valuation of $211,734. The turn- 
over value was 88 per cent, and 
the average value of the cars sold 
during the month was $231. The 


| month closed with a total of 978 


units on hand, having a total 
valuation of $265,449, and an av- 
erage value of $271 each. 


During the past month 52 units 


| were junked by seven firms hav- 


ing a total valuation of $956, and 
an average valuation of $18.39. 
This was against 64 units being 
junked during October by eight 


$1,399, and an average unit value 
of $21.87. 


New Jersey 

NEWARK, N. J.—New car sales 
in this area are reported lagging 
far below normal, due to scarcity 
of used car buyers which has re- 
sulted in the largest used car in- 
ventories in many years. 


While there has been no sharp 
employment decline here, a few 
industrial and business layoffs 
have been sufficient to worry the 
usual used car buyer and make 
him leary of spending at this 
time. This situation, in turn, re- 
tards new car sales because 


16 per cent less this year, and 14| dealers, confronted with already 


bulging used car inventories, are 


|not in a position to offer large 


trade-in allowances. 


New car price increases are re- 
ported to have created a problem 
in adjusting trade-in allowances 
attractive to purchasers and yet 
be commensurate with used car 
market values, but the principal 
stumbling block is the slump in 
used car buyers. The used car 
problem here is general, not ap- 
plying to any particular model 
year. 

New car inventories are about 
the same as at this time last 
year, but they are not moving. 
The few dealers experiencing 
success in moving new cars are 
those who are successful in get- 
ting rid of their used cars. 

The so-called “stock market 
scare” is not a dominant factor 
in slowing new car sales here, it 
is reported. The trouble is said to 
lie with the prospective used car 
buyers who are not concerned 
with the stock market but are 
worrying about maintaining their 
jobs. When this group again starts 
buying, thus cleaning out used 
car inventories, dealers will be 
able to offer more attractive 


| trade-in allowances. 


Oklahoma 

OKLAHOMA CITY.—The local 
automotive business is looking 
forward to the holidays with con- 


| siderable skepticism. Sales in all 
| lines, except filling stations, has 








been exceptionally bad for the 
past three weeks. The trend in 
new and used car sales is no 
trend at all but a perfect stand- 
still. 


Inventories are higher than the 
previous year’s and dealers’ floor 
stocks and warehouse stocks are 
far too large. Used car sales 
themselves are lagging, with 
what sales being made chiefly in 
two- and three-year-old models 
of medium-priced range cars. 

Employment trend is station- 
ary despite business recession 
with no noteworthy layoffs while 
in general business, though in- 
dices of conditions show white 
for ‘the territory, the number of 
employees is decreasing. 

December is proving a terrific 
headache for nearly all whole- 
salers and parts jobbers with in- 
stances where $1,500 a day was 
being done last month finding as 
low as $300 to $500 a day rolling 
into their tills this month. 
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Conn. Assn. Hears Plea for New Finance Setup 


Financing of Dealers Hit; 
Williams Succeeds Sioute 


(Continued from Page 1) 


board for action on a 
favorable vote. Cooley said that 
the practice had resulted in un- 
fair competition for established 
dealers, as the newcomers had 
little capital of their own in- 
vested. He said he offered no ob- 
jection to seasonal financing of 
established dealers who might 
need help. 
Aaron 


executive 


Hartford | 
Dodge dealer, called for a “re- 
versal” of the present arrange- 
ment in automobile financing. He| 
advocated lowering finance 
charges on used cars to bring 
them in line with new car policies. 
“The used car customer is now | 
being penalized,” he charged. | 
Cohen’s resolution was referred 
to the executive board for action. 

Charging widespread evasion of| 
the state’s compulsory inspection | 
law due to lax enforcement, the} 
resolutions committee called for| 
drastic changes in the present} 
policy of the state department of | 
motor vehicles. The _ resolution, | 
which was adopted, urged that 
inspection lanes be kept open 
throughout the year and that stiff | 
penalties be invoked to make} 
sure that all car owners submit | 
their vehicles to the test. Another 
resolution, also adopted, called for 
co-operation of local police de- 
partments in enforcement of the 
test statute. 

Julian L. Williams, Buick dealer | 
of Norwich, was elected presi-| 
dent, succeeding Harry M. Sloate, 
(Chevrolet), Hartford, who had} 
served two years. J. Schiott, 
(Dodge and Plymouth), Bridge- 
port, became first vice-president, 
which post had been held by 
Williams. 

Robert Pringle, of the Weatogue 
Garage, (Chevrolet and Pontiac), 
Weatogue, was chosen vice-presi- 
dent representing the new car 
dealers’ division. Henry Kraeke- 
mier, Hartford, was re-elected 
vice-president for the mainte-| 
mance group. Terms of E. A. 
Jackson, Portland, and Albert C. 
Hine, Hartford, secretary and 
treasurer, respectively, do not ex- 
pire until Jan. 1. Carl R. Lane, 
Hartford, continues as association 
manager. 

A highlight of the day’s speak- 
ing program was the address of 
A. N. Benson, general manager of | 
National Automobile Dealers 
Assn., who declared that while 
manufacturers today are giving 
more attention to dealers’ prob- 
lems than ever in the past, the 
need for governmental super- 
vision of manufacturer-dealer re- 
lations seems great. 

He discussed legislation now} 
pending in Washington and said 
that it has been made necessary | 
by the one-sided situation in the| 
industry under which many prob- 
lems can be solved only by the 
manufacturer. 

Norman Damon, director of the 
Automotive Safety Foundation, 
speaking on “Highway Safety and 
the Automotive Industry in Con- 
necticut,” said that the Nutmeg 
State has maintained a splendid 
safety record and now stands 
seventh among the states in acci- 
dent ratio. 

Removing the causes of acci- 
dents would greatly enlarge the 
market for _automobiles, Damon 


G. Cohen, 


Jacksonville Bans 


Additional Camps 


JACKSONVILLE, Fla. — City 
commissioners have turned 
thumbs down on any more auto- 
mobile or trailer camps within 
the city limits. The action, how- 
ever, does not affect present 
camps. 

A petition, signed by several 


| Corp., 





hundred persons, was filed with 
the commission in protest against 
proposed establishment. 


it has been esti- 
modernization of 


declaring 
that 


said, 
mated 


street layouts alone would create | 


a market for 5,000,000 cars in on President Sloate, 


| report, outlined the work done by | 


large cities alone. 


The proposal for longer terms 
on used cars was opposed by 


| John W. Darr, vice-president of 


Commercial Investment Trust 
New York, in a talk on 
“Time-Sales Financing.” He said 


that a reduction of time with in-| 


crease in amount of payments on 
new cars would be sound policy, 


tending to eliminate the tempta-| 


tion for normal used car buyers 
to enter the new car class. 


ress has been made in the financ- 


--- REPLACE WITH 


Li 


|gineer of the motor 


| Motor 
During the current year prog-| 








ing field, with rate-packing largely 
eliminated and widespread adop- 
tion of the “open book” policy, he | 
said. He attacked newspaper | 
writers who blame all economic | 
troubles on installment financing. 

Wilbur L. Cross jr., chief en-| 
vehicle de-| 
partment, presented an address 
on “Compulsory Inspection — A | 
Service Builder—A Life Saver.” 
in his annual | 


the association during 1937, and 
Legislative Chairman Frederick 
G. Loehmann, (Chevrolet), Water- 
bury, discussed developments at 
the last session of the general 
assembly. 

H. G. Weaver, director of cus- 
tomer relations, General Motors 
Corp., was featured speaker at 
the banquet which closed the con- 
vention. Gov. Wilbur L. Cross, 
Vehicle Commissioner 
Michael A. Connor and other state 
officials were present. 


| Special to 


| the 





@ Your business is built on service 


service that satisfies. 


render the utmost in service for your 
customers with a LARGER profit for 
yourself by always replacing broken 
or cracked glass with Safety PLATE 
Glass. To both driver and passengers 
Safety PLATE Glass brings the com- 
fort of clear vision and 1 a marked 

reduction in eyestrain and fatigue. 





Rodgers Urges Truckmen 
To Point Way to Safety 


Automotive Daily News 

WASHINGTON.—Drivers of 
commercial vehicles must point 
way to passenger car drivers 
to reduce the number of fatalities 
occurring yearly on U. S. high- 

ways. 

That is the challenge issued by 
Ted V. Rodgers, president of the 
American Trucking Assns., Inc., 
to truck operators. 

Truck drivers, he said, made 
safe operation their business, and 
it is up to them to influence more 
careful driving on the part of au- 
tomobiles. 

Rodgers labeled as “false propa- 
|ganda” insinuations that trucks 
were chiefly responsible for high- 


And you can 


pend upon 


facturers as 


For Safety PLATE Glass, made by 


laminating two pieces of glass, care- 


fully ground and polished to high 


BBEY 


PLATE 


| way accidents. In contradiction of 

this impression, he called atten- 
tion to the figures of the National 
Safety Council which showed that 
accidents, in which trucks are in- 
volved, are decreasing in propor- 
tion to registrations; whereas the 
opposite is true with respect to 
passenger cars. 

One of the principal functions 
of the national trucking associa- 
tion, Rodgers said, is to promote 
greater safety on the highways. 
In this connection, the organiza- 
tion conducts a national safety 
contest among operators of com- 
mercial fleets. About 20,000 drivers 
were entered in the contest re- 
cently closed. 


brilliance, is exceptionally clear and 
free from waviness and distortion. 
And because your car owners de- 


you for conscientious 


service as well as quality materials 
it is to your best interest to use L-O.F 
Safety PLA’ 
everywhere as a product of the high- 
est quality and used by many manu- 


rE Glass—recognized 


original equipment. 


Libbey-Owens-Ford Glass Company, 


Toledo, Ohio. 


Owens -)Forpb 
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Congress Opens Hearing on Withrow 
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Car Makers Urge Public 


Hearing if Quiz is Okayed 


(Continued from Page 


chandising and servicing ability | 
than is to be found in any other | 
field of distribution. 

“We know that this talent, and 
the capital which this aggrega-| 
tion of men has brought into au- 
tomobile merchandising, could 
not have been assembled in one 
field unless that business offered | 
opportunities for profit and suc- 
cess greater than those which 
prevail in other lines where a) 
man may establish himself as an | 
independent merchant on the} 
same amount of capital. 

“There is no force today, and 
there never has been, which com- 





pels men to take dealcr fran- 
chises. Within the past two years 


2) 
the number of men in the busi- 
ness on their own, has increased, 


and there still is competition for | 


opportunity to get in. 

“There are statistical 
back up what I have said of 
profit opportunities. These facts 
enabled a vice-president of one of 
our leading automobile companies 
to say recently (I quote): 

“‘We know that in 1936 our 
dealers made a return on their 
total investment of 26.6 per cent, 
and we know that the per cent 
of return made on their invested 
capital by our dealers in the years 


| 1933, 1934, 1935 and 1936 was high- 


er than that made by the manu- 


6 Convenient Flights 


Daily To 
Chicago— 
New York 


Also frequent schedules to 53 other cities 


e There are six flights daily to New York via Buffalo 
—the comfortable lake-level route—and six to Chicago. 
Each one flown with giant 21-passenger Flagships with 
deep-cushioned lounge chairs. And delicious, piping- 


hot meals are served free 
charming stewardesses. 


of charge by American's 


Or—does your business take you to St. Louis, Tulsa, 


Dallas-Ft. Worth—and on 


through the Southwest to 


California? Then, fly American. It takes you by the 
low-level, nature-favored route—the greater-comfort, 
all-year route through Southern Sunshine! 

And wherever you go, you avoid hours of tiresome 
travel by going American. Reach your destination 


hours earlier, relaxed in mind and body. 


FOR COMPLETE 


INFORMATION AND RESERVATIONS 


CALL PINGREE 7000 
Ticket Office—1265 Washington Bivd. 


DIVISION 


OF 


facts to} 





| dealer entitled to a living if he 


| “fringe” dealer is opposed by Mr. 
| Benson, then remains the ques- 
| tion whether he operates in public 
| interest. 


facturing company on its invested | 
capital.’ 
“Again, speaking of profit re- 
turns in 1934, he said (quote): 
“*We were able to get sufficient 
information from various sources 
to indicate clearly that there were 


| only two lines of retailing which 


showed a return on investment as | 
high as, or higher, than our deal- 
ers obtained during that year. 

“Most lines of retailing, includ- 
ing furniture stores, grocery 
stores, department stores, and 
hardware stores, showed a much} 
smaller return on investment than 
did our dealers.’ 

There’s No Monopoly 

“And I can testify, along with 
my competitors, that the dealers 
of no one company have a monop- 
oly on profitable franchises. 

“Obviously a high proportion of 
the 43,000 dealers of the country 
are doing as well as and prob- 
ably better than retailers in many 
other lines, and better than many 
manufacturers. And that leads us 
inevitably to question what group 
it is that is charging us with sys- 
tematically ruining dealers; what 
group it is that seeks special 
regulation by government 
their business affairs? 

“Are the witnesses before this 
committee speaking for the suc- 
cessful dealers? Are they speak-| 
ing for the 43,000 dealers in this| 
country, or for a small minority? 


“At the outset we suggested | 
amendments to the proposed reso- 
lution directed against price fix-| 
ing or other practices tending to 
unduly increase the price to con- 
sumers of new or used automo- 
biles. 

“We have done this because 
when the retail automobile code 
was adopted in 1934 it contained | 
a provision which sought to fix 
the prices for used cars as sug- 
gested by the dealers. 

“Since the same organizations 
are supporting this investigation 
and legislation to be based upon 
it, we naturally fear that price | 
fixing may again be a major ob-| 
jective. We do not think this 


| made. 


| comebacks from the last depres- 


of | 
| what people are going to like next, 





would be in the public interest. 

“I was reading this morning a 
transcript of the testimony given 
yesterday before this committee, | 
and was interested by some of the 
positions taken by Mr. Benson of | 
the NADA, especially with respect 
to what he calls the “fringe 
dealers.” This term is a new one 
on me, but appears to refer to the 
humblest type of dealer. 

Questions Asked 

“Mr. Benson wants them elim- 
inated—done away with—in order 
that the volume of business they | 
do may be gathered in by the reg- 
ular, orthodox dealer. He is on 
debatable ground. Does he want 
to gather all sales for the benefit 
of his own organization? Is not 
the little fellow, the “fringe” 
If the 


can make it honestly? 


Does he benefit the 
consumer? 

“Mr. Benson would like these 
proceedings conducted with the 


minimum of publicity. I do not 





| dized 


impune his motives, we do not 
agree with him. Charges have 
been made against manufacturers 
that so far seem to me to have 
been very slimly supported. If 
these charges are worthy of 
serious consideration, testimony 
concerning them should be laid 
before the interested public which 
is already aware of the charges 


“Unfortunately there is no such 
thing in business as everybody 
making money. 

“You gentlemen doubtless are 
aware that not all the manufac- 
turers of automobiles are today 
paying dividends to their stock- 
holders, or even operating profit- 
ably. 

“Not one of us will have any 
trouble recalling scores of makes 
of cars, manufactured as late as 
the twenties, which today are no 
longer produced. Some _ staged 


sion, others did not. 
Balance Is Required 
“With us the competition for 
public favor is a constant and 
powerful struggle. It requires a 
balanced combination of engi- 
neering talent, intuitive grasp of 





and high skill at production man- 
agement, adequate resources, plus 
a first-class dealer organization, 
for any firm to stay long in the 
business of manufacturing auto- 
mobiles. 

“The record shows that neither 
corporate size nor large resources 


|ever have overcome deficiencies 


in these other qualifications, nor 
is there any condition in sight in 
our industry which would prevent 


| a small, able company with a first 


class product from forging to the 
front. 

“The same is true of distribu- 
tion. It is impossible to render the 
service which the public demands 
and is entitled to, and still to 
subsidize the inefficient and in- 
competent in any trade. Nor have 
we ever understood it to be the 
objective of the people of this 
country and their government, 
that inefficiency should be subsi- 
in business or anywhere 
else. Nor has any plan been) 
brought forward yet to guarantee | 


| even an able man against loss of | 


his capital from the ordinary risks 
which every business man must} 
take. 

“Even so, it never has been the} 
policy of any competent manu-| 
facturer in this industry to let| 
able and capable men be driven 
from the dealer field when it was 
practicable to keep them in busi- 
ness. 

“T venture to say that for every 
man who has failed in our selling 
field, there are others who would | 
testify that they could not have | 
weathered business storms, when 
other channels of assistance were 
closed to them, without the co- 
operation and support extended 
by their manufacturers. 

Can’t Afford to Lose 

“The world as a normal matter 
does not have such an over-supply 
of men with ability that any of 
us can afford to lose them. 

“It is transparent nonsense to 


allege that any industry, depend- | sold, the dealers of the country 


| sell nearly two used cars. Stated 


ent to so great a degree on pub- 





yf 


SEASON'S GREETING 
TO THE INDUSTRY 


BORG-WARNER CORPORATION 


Resolution 


lic acceptance, can afford to 
adopt a policy of discarding capa- 
ble sales and service personnel 
for trivial or secondary reédsons, 
or to adopt a policy of ruining 
good outlets by forcing them to 
handle more goods than their fi- 
nances and their market can ab- 
sorb. 


Work Under Pressure 

“By this I hardly assert that 
there is no such thing as a dealer 
with just grievances against his 
manufacturer. We have no mon- 
opoly either on virtue or good 
judgment. All of us work under 
a constant competitive pressure 
as great and as healthful for the 
business and the country as exists 
in any line of endeavor, and it 
would be surprising indeed if such 
a process were to work always 
without occasional hardship. 

“But we can deny, out of hand 
and absolutely, the unwarranted 
charge that there exists anywhere 
in the automobile industry a set- 
tled system that results in using 
up the capital and abilities of 
dealers in an effort to overload 
the public with automobiles. 

“On the contrary it must be ob- 
vious that so far as possible mo- 
tor vehicle manufacturers must 
project and determine their an- 
nual production schedules very 
largely by the sales performances 
and successes of their dealers and 
with their co-operative advice. 

“And, I say that inclusively, 
even though, contrary to the ap- 
parent assumption of this resolu- 
tion, there is neither agreement 
upon, nor uniformity of, distri- 
bution policies among the various 
competing manufacturers of mo- 
tor vehicles. 

“The committee may be inter- 
ested to know that complaints 
about the so-called “used car 
problem” were heard some years 
before the world war. At that 
time, it was seriously contended 
by some engaged in the sale of 
automobiles, that the industry 
was over-producing, and thereby 
was forcing the sale of too many 
cars, and that someone should 
put a stop to it. 

Bring a Smile 

“Yet in 1913, there were only 1,- 
250,000 motor vehicles registered 
in this country. As late as 1920, 
total registrations had not at- 
tained the 10,000,000 mark. 

“In the light of today’s nearly 
30,000,000 registrations, those 
early complaints of over produc- 
tion can only bring a smile. 

“Instead of 1,250,000 cars for a 
100,000,000 people, we now have 


|one car for every five people in 


the nation, 

“And there is net a man in our 
industry who does not believe that 
we are destined to see in the fu- 
ture a still greater number of 
cars produced, with a still greater 
diffusion of ownership. 

“Let us look at this used-car 
problem, so called. 

“The used car is not, and cannot 
be, an evil. 

“It is a major commodity in 
trade. It might be correct to say 
that, in the automobile field, it is 
THE major commodity. 

“Certainly for every new car 


in reverse, for every new car buy- 
er there are approximately two 


(Continued on Page 17, Col 1) 


MAKE THE 
BELLEVUE- 
STRATFORD 


your 
PHILADELPHIA 


HEADQUARTERS 


MODERATELY PRICED 


CENTRALLY SITUATED 
“Best food in Philadelphia” 
Claude H. Bennett, Manager 
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Pearsall Will Head IAA; 


the Ath Dimension 


The News of Automotive Advertising 


By Pete Wembhoff 


Tops 

National Bank of Detroit’s 
salute to automotive industry ad, 
which appeared in one of ADN’s 
show editions, has been rated out- 


standing of November by Bank} 
E. | 


Young, NBD officer, and J. L. §. | 
Scrymgeour, ad man, the publica- | 


Ad Views. Crediting Ben 


tion says: 

“The salute to industry ad, as 
developed by the National Bank 
of Detroit, reaches greater 
heights and opens broader fields 
for a new type of goodwill pub- 
licity. Recognizing that a large 
industry cannot publicize its ac- 
complishments without being 
accused of spreading propa- 
ganda, the National Bank took 
space in the Auto Show sections 
and ran a dramatic institution 
piece and extolled benefits the 
auto industry passes on to both 
the public and its workers. 

“This advertisement caused 
much favorable comment, many 
experts prophesying that it will 
eventually rank with T. F. 
MacManus’ ‘The Penalty of 
Leadership’ advertisement for 
Cadillac, which for many years 
has been regarded as the great- 
est piece of publicity ever 
written.” 


Budget 

Portion of Alemite’s 1938 ad- 
budget’ll be employed to co-oper- 
ate with motor car manufacturers 
in educating public on need for 
correct lubrication. 

Revealed at sales convention of 
this Stewart-Warner division in 
Chicago this week. 


Stockholders 

Latest wrinkle in stockholder 
relations is Standard Oil of In- 
diana’s news-photo report ac- 
companying company’s 94,000 
quarterly dividend checks this 
week. 

Four-page folder in _ colors 
depicts company’s 1937 develop- 
ments in plant and equipment. 
Gag is to show stockholders 
“company is going forward in 
manufacturing and transporta- 
tion facilities.” 


Going 

“More Power to Advertising,” 
penned by James R. Adams, 
vice-prez MacManus, John & 
Adams, Inc., has gone into its 
second edition, 25 days after 
being published by Harper & 
Bros. 

Many of book’s sales is accred- 
ited to large orders by firms for 
distribution to members of their 
staffs. 


Soloists 

“Willys Orchestra of Solo- 
ists,” assembled by NBC to 
record 1938 spot broadcasting 
campaign of Willys-Overland 
(U. S. Advertising Corp.) will 
be aired over stations in all 
parts of country. 

Fifteen-minute show, under 
banner of Willys dealers, will 


Automotive 
On the Air 


(All Time, Eastern Standard) 


CHEVROLET—Sunday, 6:30 p.m., CBS. 
CHRYSLER—Thursday, 9:00 p.m., 
Major Bowes’ Amateur Hour. 
FORDO—Tuesday, 9:00 p.m., CBS. 
“Watch the Fun Go By.’’—with Al Pearce. 

Sunday, 9:00 p.m., CBS. 
Ford Sunday Evening Hour. 
GENERAL MOTORS—Sunday, 9:00 p. m., 
NBC (Blue). 
General Motors Concerts. 
HUDSON—Wednesday, 7:15 p.m., CBS. 
“Hobby Lobby.” 
NASH—Saturday, 9:00 p.m., CBS. 
“Profeasor Quiz.”’ 
PACKARD—Tuesday, 9:30 p.m., NBC (Red). 
*“‘Hollywood Mardi Gras.’’ 
PONTIAC—Monday, Wednesday, 2:00 
om. CBS 
“‘News Through s Woman's Eyes."’ 
Friday, 9:00 p.m., NBC (Biue) 
“Varsity Show.” 


CBS. 


Friday, 


| 
| Opus 








include William Wirges, con- 
ductor who organized e nsemble; 
Frank Novak, “one-man band”; 
Charles Magnante, accordionist, 
and Johnny Cali, guitarist. 
Featured with the instrumental 
ensemble will be this quartet of 
vocalists: Carol Deis, soprano; 
Walter Preston, baritone; Floyd 
Sherman, tenor, and Evelyn 
MacGregor, contralto. 


U. S. Tire Dealers Mutual Corp. 
|is releasing series of three new 
sound-slide films as dealer-aid in | 
merchandising U. S. Royal safety | 
tires. Three flickers are composite | 
of most practical and successful | 
sales methods obtained in survey 


| of dealers. | 


Another new opus, tagged “A 


| slide-films 
other businesses is setting an all- | 


;}at Lennen & Mitchell, 


New Era of Motoring Safety,” 
pictures series of actual road tests 
with U. S. tires. 


Films 


Use of sound flickers and sound 
by automotive and 


time peak this year, according to 
survey by Wilding Picture Pro- 
ductions, Detroit. 


Beginning in 1933 when 


flickers by automotive companies 
has jumped year by year, reach- 
ing its peak this year. 


Chatter 

L, E. McGivena, director of copy 
and Fred- 
eric Suhr, art director of same 
agency, purchase the Briggs & 

Varley agency, New York, along 
with Tom Varley. ... Alfred M. 
Evans, formerly with New York 
Evening Journal, and recently 
| with Rail-Road Advertising Co., 
resigns to join sales staff of 
Caravel Distribution Co. 
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| automotive industry increased its 
|} use of sound films with a rush, 
| the employment of this type of 
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Hegional Shows Detendéal 


Special t lutomotiz uly News 

CHICAGO. 
ing Tuesday, new officers of the 
Illinois Automotive Assn. were 
night at a din- 
ner in the Hotel Sherman. 

The new officials are C. W. 
Pearsall, Ahlberg Bearing Co., 
president; L. W. Hesse, Motor 
Car Supply Co., vice-president; S. 
T. McAuliffe, 
Co., treasurer, and Frank Brusek, 
Motor & Axle Parts Co., 
tary. 

Considerable discussion arose 
over trade shows. As spokesman 
for the IAA, which will sponsor 
the annual Automotive Mainte- 
nance Exhibit at Navy Pier in the 
spring, A. J. Cole, executive sec- 
retary of the association, replied 
to agitation in manufacturer cir- 
cles against regional and local 
efforts. 

“Our members 


feel that one 


Blected at a meet- | 
| series of regional exhibits,” said 


secre- | 





automotive trade show 
adequately replace a 


national 
can not 


Cole. “Our suggestion is that 
there be seven regional shows in 
the spring on a circuit basis, with 
displays moved around. 

“A single national show can- 
not possibly attract anything like 


|a complete representation of job- 
Ferrodo & Asbestos | 


bers and other buyers, whereas 
a series of regional shows can 
accomplish this objective. 

“It is our contention that if 
some manufacturers failed to 
reap the benefits of regional 
shows, it was because they lacked 
enough interest in taking ad- 
vantage of their opportunity. We 
agree, of course, with those 
manufacturers who are against 
too many trade shows each year, 
and that is why we recommend 
seven in as many accepted mar- 
keting areas of the nation.” 


EUG CPR Eh ADVAN Be 
BRAKES 


OFFICIALLY SERVICED THROUGHOUT THE NATION BY WAGNER ELECTRIC CORP. 
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Sales U pped in in All Lines 
By New Lubrication Shop 


cial to Automotive Daily News 


JACKSON, Mich. — Lubrication | 
volume has increased more than 
60 per cent since the Central 
Automobile Co. (Chevrolet) here 
modernized its greasing depart- 
ment. Business obtained through 
car owner contacts has provided 
additional revenue. 

An average of 212 chassis jobs 
monthly has been maintained by 
the local firm since the lubrication | 
department was modernized last 
summer, this figure representing 
almost double the number of jobs | 
completed by the department 
prior to modernization, according 


$1.250,000 In Sales 
Turned In By 22) 
Federal Salesmen 


By JACK WEED 

DETROIT. — Twenty-two top- 
flight salesmen, feted last week 
by Federal Motor Truck Star 
Salesmen’s Club, turned in 1937) 
truck sales totaling more than| 
$1,250,000. 

Prizes were awarded the men in| 
direct proportion to the standings 
of each man in his respective 
class, four classes being desig- | 
nated based upon the potential of 
the size city or territory of the| 
dealerships. 

The top man in class A, of 
which Detroit and Chicago were 
representative cities, sold $88,824 
worth of trucks; winner of Class 
B in cities such as Portland, | 
Ore., and Grand Rapids, Mich., 
was credited with $95,915; Class | 
C in cities like Vancouver, B. C., 
and Lexington, Ky., won with 
$56,003 and the winner of class D}| 
in cities like Orlando, Fla., and 
Sacramento, Calif., topped with 
$51,589. 


Sp 


ADN’s wnchly estimates of car and | 
truck production, appearing in the | 
Wednesday “pink sheet,” were more 
than 98 per cent correct compared 
with actual U. S. figures for 1936 
and the first half of 1937. 


Coming Events 


JANUARY 


40-14—Detroit. Society of Automotive Engineers 
Annual Meeting. 
16—Detroit. Automobile Dealers Assn. An- 
nual Meeting. 
47-21—Cleveiand. American Road Builders 
Assn. Conclave. 
{7-28—Loulsville. Automobile Show. 


MARCH 


10-1i—Washington. SAE National Aeronautic 


Meeting. 
15-18—Pittsburgh. Tri-State Automotive In- 
dustries Show. 
SAE Passenger Car 


28-30—Detroit. National 


Meeting. 


APRIL 


National Petroleum Assn. 


13-15—Cleveland. 
Meeting. 
26-22—Dailas. American Chemical Society. 


JUNE 


12-17—White Sulphur Springs, 
Summer Meeting 


W. Va. SAE | 


Philadelphia’s 
Famous Hotel 


BELLEVUE- 
STRATFORD 


MODERATELY PRICED 
CENTRALLY SITUATED 


| rication 


|Rebuilders Assn. Among the 18 


| eign 


ship are: 


| Connecticut 


| Missouri 


| Nevada 





“Best Food in Philadelphia” 
Claude H. Bennett, Manager 


| to ~ 1 to C, L. Hewlett, service manager 


of the company. 

In addition, the company’s sale 
of motor oil and gear and axle 
lubricants likewise are double 
this time a year ago, when a 
service department was incidental 
to the company. When the shop 
was modernized, the company 
also added shock absorber and 
wheel pack service, which has| 
also added to the department’s | 
revenue. 

As experienced by other dealers | 
who have modernized their lub-| 
departments, Central’s | 
new shop has attracted consider- 


| ably more service work and de-| 
| veloped car owner contacts to a | 


point where sales of accessories | 
and new and used cars have| 
benefited greatly. | 

When the lubrication depart-| 


| ment was modernized last sum- 


mer, a complete new background 
and lighting equipment was in- 
stalled. Aro equipment was used, 
and all new tools and devices were 
installed. 


18 New Members 
Added by AERA 


INDIANAPOLIS.—Eighteen new 
members have been added to the| 
roster of the Automotive Engine | 


members are included three for- 
concerns from Australia, | 
France and Denmark. 


The list of members, who have 
received certificates of member- 
J. D. Babcock Co., 
Beaver Dam, Wis.; Robinson 
Brothers, Jackson, Miss.; Twin 
City Auto Parts Co., Inc., Bristol, 
Tenn.; National Auto Supply, Mt. | 
Vernon, Ill.; M. & G. Auto Sup- 
plies, Inc., Jersey City, N. J.; Win- 
nebago Auto Replacement Co., 
Milwaukee; Chicago Engine Re- 
| builders, Chicago; Oshkosh Auto 
Parts, Inc., Oshkosh, Wis.; Stan- 
dard Service Parts, Inc., Dallas; 
Standard Motor Parts, Akron; 
Golden Auto Parts, Angola, Ind. 

Foreign active membership: J. 
A. Dalzell, Brisbane, Australia; 
Usines Renault, Billancourt, 
France. 

Associate membership: Jadson 
Motor Products Co., Bell, Calif.; 
Electric Auto Lite Co., Toledo; 
Cloyes Gear Works, Cleveland; 





Figures supplied by R. L. Polk & Co. with exception of New Jersey, supplied by New Jersey Motor List Co., 


|J. R. Case 
boro, Ark. Foreign associate mem- 


| ual,” 
| contains a listing of all models for 
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THIS IS A VIEW of the modernized lubrication department of Central Automobile Co. (Chevrolet), 
Jackson, Mich., which has increased its service volume more than 60 per cent since renovation. The de- 
partment includes all Aro equipment and the latest devices for giving improved service, thereby increas- 


ing car owner contacts as well as 


sales of accessories, cars, etc. 





Mfg. Co., Jones- 


bership: M. Seest, Ltd, Copen- 
hagen, Denmark. 


| Price ‘Yardstick’ Book 


Issued for Dealers 
CHICAGO. An interesting 
service for dealers is being issued 
by the Yale Publishing Co., Inc., 
here. 
Known as the “New Car Man- 
the pocket-sized booklet 


all makes of automobiles; factory 
and local delivered prices; equip- 
ment of each model; and 56 speci- 
fications for comparison  pur- 
poses, including engine, body and 
chassis. The book is issued in 
loose-leaf form, with new pages 
printed and distributed as fast as 
changes are made in any par- 
ticular. 


Revenue Exceeds ’36 


CONCORD, N. H. (UTPS).—A 
gasoline tax revenue of $3,331,447 
‘for the fiscal year, or $86,188 more 
than the previous year’s total, is 
shown in the state comptroller’s an- 
nual report. 


“A Word in Edgewise,” a regular 
feature by George M. Slocum, offers 
a unique viewpoint from the motor 
world. 





Pioneer Buick Distributor 
Passes 32nd Anniversary 


Special to Automotive Daily News 

SAN FRANCISCO.—Completing 
its 32nd year as a Buick dis- 
tributor and scoring the second 
greatest volume year in its his- 
tory, the Howard Automobile Co. 
has celebrated another anniver- 
sary and moved into its 33rd year 
with Buick, still headed by its 
founder, Charles S. Howard. 

Buick was only one year old 
when Charles S. Howard became 
a Buick distributor on the Pacific 
coast. When the business was 
just getting under way the great 
San Francisco fire of 1906 re- 
duced the small Howard estab- 
lishment on Golden Gate Ave. to 
ashes. But one of the first tem- 
porary automobile buildings 
erected on the smouldering ruins 
of San Francisco was occupied by 
the Buick distributor and the 
business moved forward at a 
rapid pace. 

The first expansion was a 
branch in Los Angeles. Then 
came further expansion, and to- 
day the company operates 22 re- 
tail stores of its own and has 161 
Buick dealers, giving the firm un- 
disputed claim to the title 


“Largest distributor of automo- 
biles in the world.” 

In establishing its second high- 
est sales mark in the 1937 selling 
season, the company sold 19,332 
new 1937 Buicks in the California- 
Nevada territory. That figure is 
just short of the volume of the 
company’s peak year, 1927, when 
20,242 new Buicks were delivered 
to purchasers by the distributor’s 
retail branches and dealers. 


Gray to Become Head 


Of Road Users’ Body 
WASHINGTON.—Chester H. 
Gray, formerly Washington repre- 
sentative of the American Farm 
Bureau Federation, will assume 
on Jan. 1 the responsibilities of 
director of the National Highway 
Users’ Conference. 

Major Roy F. Britton, who has 
been director since the inaugura- 
tion of the conference in 1932, 
now retires to return to private 
business. He temporarily left his 
position as president of the Auto- 
mobile Club of Missouri, and its 
affiliated insurance company, to 
organize the conference work. 





NEW PASSENGER CAR REGISTRATIONS 


and Metropolitan New York area which are compiled by Sherlock & Arnold 


CHRYSLER GROUP FORD GROUP GENERAL MOTORS GROUP 


STATES 


"37 
"86 
°37 
36 
°37 
"36 
*37 
°36 
"37 | 
36 | 


Total, 20 States 
for November 


Michigan 


12082 
15505 
764 | 
1144] 
3364 | 
5787] 
1094 | 
1386 | 
59] 
79] 


3236 
3947 
197 
277 
1011 
1609] 
261) 
399| 
17 


27 


6444 
9856 
371 
742 
1585 
3399 
603 
864 
29| 
46 


1431 
1026 


83 
57 


407| 
438) 3: 


122) 11 
64 


4 


971 
676 
113 
68 
361 
341 
108 
59 
6 

4 





37 | 
86 


New Hampshire 


"37 
36 
"37 
36 
"37 
36 
°37 
36 
°37 
"36 
"37 
36 


Pennsylvania 
South Dakota 
Vermont 
Washington 

Total, 29 States 


for November 
*Total to Date 


10 


82030| 67247 


144] 
218] 
4666 | 
5962 
172] 
185] 
127| 
172] 
495 
912 
22967 
31350 


7 
8 
465 
265 
6 
8 
8 
3 
43 
78 
2088 
1510 


37 
70} 
1236 
1539 
45) 
49 
38) 
58 
159 
237 
6237 
8212 


86 
123 
2276 
3746 
100} 
120 
71| 
100] 
234) 
515 
11799 
19511| 


17} 
689 
412) 

21| 

8 





11| 
59 
_ 82| 
2843 
2117 








'235463|423689|808429 | 726719|/22419/749138 | 178862|10166 
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4541 | 
7243] 
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414| 439 | 
1135|  147| 1282 
2798) 174) 2972 
473, 34, 507 
683; 38) 721 
25, 4 29] 
28] 2 30] 
49 3 52] 
94| 5| 99] 


3646 
2958 
347 
294 
1552) 
1903 
293 
257 
21| 
11) 
78 
82 


4237 
6865 


162) 


15500 
15268 
575 
868] 
4099) 
5338) 
1540 
1270 
55| 
31] 
165) 
248) 


2156 
815 
161) 

97| 


2671! 
2503] 
201) 


232| 


24469 
21961 
1355 
1559 
741, 1173; 7711 
510| 1344 9301 
227| 259) 2363 
90| 254! 1906 
17) 7| 105 
2 61 


2 12! 
37| 327 
393 


371 
249 
52 
32) 
117) 
125| 
34 
20 
5| 

: 
10 


9 


35 


25 





1430) 
1259 
29| 
40] 
68| 
47 
197 
199] 
7661| 
7050) 


v0 
1284, 94) 1378] 
1743| 102] 1845] 
148] 3} 151] 
121) 6| 71 
34| 4 
51) 


6 
160/13 
297| 


25| 
7707| 639) 
13094 


761) 








38 
57 
173 | 
322 | 
8346 | 
13855] 


1 
1 
2| 


9 


223 
381 








35 
925) 7092 
785 5967 


20 


792 
198) 
24 
11] 
31) 
10} 


3779 
3570! 
213 
159 
145 
152| 
495) 
649) 
26566 
27553) 
688389 
814168 


131 
86) 
3 
1| 
6) 

3 


289 

29| 240 
22!) 273 
30| 243 
20) 125 127| 966 

15} 90| 125| 1087 
749| 4309! 5442) 44950 
537| 1848] 5349! 42718 
26139|172085|194746| 1270387 
10057|156020|144921/1265017 
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Congress Opens Hearing on Withrow Resolution 


> - —_ 


Car Makers Urge Public 


Hearing if Quiz is Okayed 


(Continued from Page 14) 


people in the market for an auto-; 
mobile that will run and render} 
service at a price which those two| 
can afford to pay, no matter how | 
little it may be. 

“The availability of this used car | 
is the real clue to the wide dis- 
tribution of automobile owner- 
ship in this country. 

“The constant flow of large| 
quantities of used cars into the 
hands of dealers at varying al-| 
lowances and their re-sale at/| 
varying prices make the selling 
of both new and used motor ve-| 
hicles a competitive business. This 
keen competition is a protection | 
to the car buyer. 

“It was and is the purpose of the 
federal anti-trust laws to preserve 
just this kind of competition in 
American business and restrict | 
monopoly and those unfair trade | 
practices which spring from mo- | 
nopoly. 

“Apparently it is this kind of 
competition which is obnoxious to 
certain dealers and which certain 
dealers would like to destroy, 


Cites Revenues 


“T have said, and I could enlarge 
upon the facts considerably, that | 
this wide automobile ownership is 
an active and direct factor in in- 
creasing the living standards of 
American families. One million | 
cars were bought this year at 
prices less than $100 per car. I 
will add another comment: More 
than a billion and a half of the| 
revenues which support federal, | 
state and local governments 
roughly one out of every seven| 
tax dollars derive from the} 
pockets of these motor car own-| 
ers—a factor which gives govern- | 
ment itself a big stake in the 
willingness and ability of more 
and more people to buy and 
operate automobiles. 

“If trading in used cars were 
an evil and were to be suppressed | 
then perhaps not one-third of the 
present motorists, hardly 10,000,000 
people, could afford to buy and 
operate their own vehicles. 

“No effort to raise the purchas- 
ing power of the masses of peo-| 
ple that could be devised by the | 
most beneficent powers would 
make it possible for the families 
of this country to own 30,000,000 | 
new vehicles, if each were bought | 
as a new Car. 

“The used car is a definite na- 
tional asset. 

“On the new car the dealer’s 
share of the retail price is roughly 





| control 


| plished through efficient manu- 


331-3 per cent mark-up on the | 
wholesale price received by the| 
manufacturer. The manufacturer’s | 
share must cover all purchases of | 


materials, pay the highest wages | 1 


in any comparable industry, cover | 
all costs of plant, equipment and |} 


| selling, and produce all the profi- | 


its there are in manufacturing the | 
vehicle and its component parts. | 
Protect Against Risks 

“This margin in part is to pro-| 
tect the dealer against the risks | 
incurred in trading used cars. | 
These are bought and sold in a} 
market which is wholly beyond 
by any agency or any! 
force other than the willingness 
and ability of the public to pay. | 

“It is obvious that here is a| 
point at which trading judgment, | 
managerial talent and sales en- | 
ergy are essential to the dealer. | 
Neither the prestige of the manu- 
facturer whose products he sells, | 
nor the public desire to buy his | 


| new cars, can protect a merchant | 


against himself if he trades away | 
or sells his used cars at a loss | 
which eats up the margin made 
on new car sales. 

‘It is at this same point, obvi- 
ously, that the interest of the 
consumer must _ be considered | 
with care. 

“The objective of this industry | 
is to prosper through the produc- 
tion and sale of a _ constantly 
greater value to the buyer. 

“Obviously this must be accom- 
facture and free competition 
everywhere. 

Warns of Restriction 

“At the present time motor 
transport, in manufacture, sup- 
ply, operation and service, gives 


|}employment to one out of every | 


seven workers in the country. 
Obviously, at the production and 


| distribution end of the industry, 


the broad objective must be to 
sustain this employment by ex- 
panding production and distribu- 
tion. Unwise restriction of output | 
will serve no one, whether manu- | 
facturer or dealer, or consumer. | 

“We believe that in the produc- | 
tion of cars our industry has gone | 
as far as any, or farther, in serv- | 
ing this general social purpose. | 


| We have sought to enlarge the| 


market by making constantly bet- 
ter cars, at prices which in the | 
broad movement have constantly | 
come down, so as to bring the 


| 100, 


| 


ADN Production 
Estimate 


Production fig- 
ures for the 
current week, | 
adjusted Fri-| 
day after most | 
plants had! 
ceased opera-| 
tions for the) 
week, show a) 
total of ap- 
> ¢ » 2.5.2 
mately 80,000! 
cars and 
trucks, com-| 
pared with a} 
revised total of | 
$7,573 units for 
the previous 
week and 110,- | 
239 in the cor- | 
respon d-| 
ing week of 
1936. With| 
three and four- | 
day weeks the 
rule in most 
plants, Ford) 
and Graham 
continued on) 
five-day sched- | 
ules this week | 
and expect to) 


105,0 


95, 


90,00 


remain on this | 
basis for some 
time. Ford’s 
output this) 
week is put at 
23,500. 


| CADILLAC-LASALLE 


| MISCELLANEOUS 


| by the 


Passenger Car Registrations 


Ten Months Plus 29 States for November, 1937-1936 


Make 
FORD 
CHEVROLET 
PLYMOUTH 
DODGE 
PONTIAC 
BUICK 
OLDSMOBILE 


CHRYSLER 


NASH 
STUDEBAKER 
WILLYS 


LINCOLN 
GRAHAM 
AUBURN-CORD 
PIERCE-ARROW 


+3,190,374 


1937 
726,719 
688,389 
423,689 
235,463 
194,746 
178,862 
172,085 

87,048 

83,065 

82,030 

67,247 

64,909 

63,946 

47,745 

36,305 

22,419 

12,838 

1,258 
158 
1,233 


Unit 
Gain 
56,119 
125,779* 
6,024* 
20,970 
49,825 
48,805 
16,065 
29,646 
2,438* 
33,535 
29,813 
28,964 
6,088 
36,882 
16,454 
9,853 
1,514* 
1,562* 
548* 
7,498* 


237,876 


Ss. 1936 
670,600 
814,168 
429,713 
214,493 
144,921 
130,057 
156,020 

57,402 
85,503 
48,495 
37,434 
35,945 
57,858 
10,863 
19,851 
12,566 
14,352 
2,820 
706 
8,731 


P Pos. 


CONAN Wwe SO 


2,952,498 


Wisconsin for July, August, September, October, 1937, estimated. 


*Loss. t+Includes 220 Hupmobiles. 


White’s New Bus Plant 


Starts Initial Production 


|have a production capacity of 


CLEVELAND.—Completed at a 


|cost of $425,000, the White Motor 
| Co.’s new bus body building plant 
here is in production on 20 city| 


transit coaches, recently ordered 
Triboro Coach Corp. of 
New York. 

Coach fleet orders, totaling $600,- 


/000, have also been received from 


vehicles within the reach of more 
people. We have raised the wage 
standard of the whole country by 


| paying the highest rates to a di- 


rect employment roll which over 
the years has grown to 


ducer and dealer. 

“The production and sale of bil- 
lions of dollars worth of cars 
throughout the country has made 
payrolls and profits in all states 
and all communities. 

“If among the distribution prac- 
tices of the industry some could be 
found which hinder efficient, and 
by that I mean profitable as well 
as ethical, distribution to the 
buying public, the men of this in- 
dustry will welcome having them 
discovered and ended. 

“In conclusion, we stand ready 
to aid the committee in securing 
detailed evidence on any of the 
questions it may desire to have 
answered by this inquiry. 

“Should you wish to hear from 


29 STATES FOR NOVEMBER, 1937-1936 | 


Complete cumulative figures appear each week until all 
New Jersey, 


Massachusetts, Mississippi, Nebraska, 


STATES 


37 
36 
37 
‘36 
371 
36 | 
37 
36 
37 
"36 


Total, 20 States 
for November 


Connecticut 
Michigan 
Missouri 
Nevada 


New Hampshire 
"36 
Pennsylvania 
36 
South Dakota 371 
36] 


Vermont 

36] 
Washington 
36] 
37] 
36] 
"371 
"36 | 


Total, 29 States 
for November 


*Total to Date 


37) 18 


37 rt 


"371 55| 21 


New York, Ohio, Oregon, Tennessee, Texas, 


HUDSON GROUP 


246 
271) 
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500,000 | 
| workers. We have scught to ob- 
tain a fair return to both pro-| 


Colorado, 
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|such metropolitan operators as the 


| from 
| year. 


j|the new plant, 
| nounced a series of three new city 
| transit buses, equipped with aero- 
| weight 


| 
underfloor 


1,200 to 1,500 coaches per 


Coincident with the opening of 
White also an- 


aluminum bodies and 
powered by improved 12-cylinder 
engines. The new 


Chicago, Aurora & Elgin Railroad,| coaches have been designed and 


City of San Francisco, Consoli- 


engineered specifically for swift, 


dated Bus Lines of Passiac, NJ» | safe and economical transporta- 
and the Los Angeles Railway Co.,| tion in large cities. The buses will 


accerding to J. N. Bauman, vice- 
president in charge of sales. 
Equipped with the latest type 
precision machinery, the new 
plant now employs 165 skilled 
workmen and will at peak pro- 
duction employ more than 225 
men. Occupying 150,000 square feet 
of building space, the division will 


the very many automobile dealers 
who approve existing manufac- 
turer-dealer relations, we are cer- 
tain that plenty of them will be 
glad to testify. We stand ready 
if you so suggest, to pay the 
reasonable expense necessary to 
bring them here before you. 

“We believe that the verdict of 
an impartial investigation will be 
that this industry’s record is that 
of a job well done—in the public 
interest.” 


"Wisconsin estimated for July, August, Sep- 


tember and October, 1937. 


Florida, Indiana, Iowa, Kentucky, Maine, 
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| be assembled in three models of 
| 32, 36, and 40-passenger capacities. 





in 149A 


ALLOYED 
STEEL... 


USED FOR NEW AERO HUBS 


Gear shifts of the air—more com- 


|monly known as controllable pitch 


propellers—are to be standard 
equipment on all pursuit planes of 
the U. S. Army Air Corps. A well- 
known aeronautical organization 
is producing 240 new constant 
speed propellers for this purpose, 
designed for fighting ships capable 
of top speeds over 300 miles per 
hour, powered with 1,000 horse 
power, twin row, Pratt & Whitney 
Wasp motors. These propellers 
feature an electric method of 
control possessing flexibility 
which permits either constant 
speed, automatically, or a selec- 
tive manual control which may be 
built into the same mechanism. To 
provide the needed high factor of 
safety, the engineers specified a 
Nickel-chromium-molybdenum al- 
loy steel (SAE 4345) for the one- 
piece, heat-treated forged hubs. 
Through the use of this alloy ma- 
terial, it is possible to temper the 
hubs at unusually high tempera- 
ture after oil quenching and still 
maintain a tensile strength of 135,- 
000 psi. This relieves all quench- 
ing stresses and banishes any pos- 
sibility of developing cracks dur- 
ing or after heat treatment. This 
material provides high resistance 
to fatigue, an outstanding charac- 
teristic for an 
application of 
this kind. 


THE 
INTERNATIONAL 
NICKEL COMPANY 
INC. New York, N.Y. 
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Riverse Rumors Shake Street’s Attitude on Cars 


Selling Spree 
Drops Motor 
Share Prices 


By C. J. ALEXANDER 
Wall St. Correspondent, ADN 
NEW YORK.—wWall Street had 
more than its share of rumors on 
the automobile industry to digest 
this week and the fact that they 
were adverse in implication re- 
sulted in selling of the motor 
shares. 


The origin of some of the 
stories, particularly one regard- 
ing a heavy excess of used cars 
in the hands of retail dealers, 
was traced to Detroit. The story 
that dealers had 1,500,000 used 
cars on their floors, or twice the 
normal amount, was printed orig- 
inally in a Detroit daily news- 
paper some days ago, according 
to the reports current here. 

Wall Street didn’t get hold of 
the item apparently until Wednes- 
day, or perhaps it was that the 
report did not gain wide circula- 
tion in the Street until that day. 
Anyway, motor stocks after 
having gotten off to a good start 
or Wednesday, were suddenly 
sold off at mid-day and the gen- 


eral explanatio s the Detroit | 
al explanation was oi lof 38 esate, 


the | Cleveland Graphite Bronze, 


story. 
Another 
rounds was 
“inventory” 
longer than usual. 
the industry is not in the habit 


rumor going 
that the January 
shutdowns would be 


of shutting down for inventory | 


| $350, 000, 000 Devoe 


apparently | 


taking in January 
didn’t keep some of the specu- 
lators from circulating the report 
anyway. 

Statisticians in the Street con- 
tinue to hold to the belief that the 
industry will turn out around 
4,000,000 vehicles next year. Al- 
though they are allowing for a 


Production Below 
Actual U. S. Needs, 


Declares Roper 


WASHINGTON. — Bright spot 
in the current industrial picture 


is to be found in evidence that 
production is running below ac- 
tual need of supplies, Daniel C. 
Roper, secretary of commerce, 
said Wednesday. With inventories 
rapidly being absorbed, a rise in 
production is to be expected soon, 
he said. 


The Christmas trade, Roper 
said, will run approximately the 


Same as last year, although some | 


reports indicated a volume in- 


crease of about 5 per cent. 


Wheat growers in Kansas and | 


Texas were aided by the depart- 
ment in selling 1,000,000 bushels 
of wheat to the Mexican govern- 
ment, Roper said. 


New $25,000. 000 Mill 


Ready for Top Output | 


PITTSBURGH.—The first con- 
tinuous mill here for manufacture 
of wide steel strip and sheets and 
steel plates is ready for antici- 
pated capacity operation next 
year, according to Jones & 
Laughlin Steel Corp. 

The new mill, 


the heart of Pittsburgh, has an 
annual capacity of 750,000 tons. 
Project was completed this fall at 
a cost of $25,000,000, and is the 
principal unit in Jones & Laugh- 
lin’s expansion program. 


Rubber Imports 


MONTREAL. — Canada’s _ imports 
of raw rubber in October totaled 
13,436,546 pounds, of which 11,598,- 
839 came from the Straits Settle- 
ments, 1,119,925 from Ceylon and 
718,282 from the United States. 


“A Word in Edgewise,” a regular 
feature by George M. Slocum, offers 
a unique viewpoint from the motor 
world. 


The fact that | 


|}mately $350,000,000 has been 








which covers 23} 
acres along the Monongahela in| 


decrease in production in the first 
half year, they are expecting the 
industry to come back strong in 


the final half, particularly with | 


the introduction of new models. 


They appear to be convinced that | 
the manufacturers will offer more | 


mechanical and body changes in 
the 1939 models than in any re- 
cent year. 
Shares of 
did pretty well 


stocks 
period 


automotive 
in the 


covered by the ADWN stock price | 


averages, in view of the adverse 
rumors they had to contend with. 
The rally Wednesday, however, 


failed to bring them back to their | 


level of the preceding week and 
averages were lower, as follows: 
Last This Year 
Week Week Ago 
. 24.68 22 51.55 
25.82 53.90 


Change 


24 motors —2.04 


10 car-truck —2.05 
10 parts-acces, 23.75 21.6 —2.15 43.99 
4 tire-rubbers 21.55 19.909 —1.65 35.47 

Dividend declarations of the 
past week included: 

Electric Auto-Lite, special year- 
end of 40 cents on the common, 
payable Dec. 27, making $2.60 for 
the year; Trico Products, year- 
end of $1.37% and regular quar- 
terly of 62% cents on common, 
payable Dec. 24. 


Federal Mogul, 
able Dec. 24; Hercules Motors, 
quarterly of 25 cents, payable 
Dec. 24; Pierce Governor, regular 
payable Dec. 23; 
year- 
end of $1.30, payable Dec. 29; 
Twin Coach, 40 cents, payable 
Dec. 24. 


60.6 «. 


‘25 cents, pay- 


In Sheet Mills Since ’27 


MIDDLETOWN, O.— Approxi- 
in- 
vested by the steel industry in 
continuous sheet and wide strip 
mills since the American Rolling 
Mills Co. announced ten years ago 
the development and _ successful 
—|operation of the first continuous 
sheet mill, according to Charles 
R. Hook, president. 

The first sheet was rolled by 
the continuous process in Ash- 
land, Ky., in 1923, but it was not 
until 1927 that the process was 
formally introduced to the in- 
dustry. 








Last Minute Wall Street Wires 
From C, J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 


New York, Dec. 17 (3 p.m.)—Shares of the motor companies 
were lower today but there was no heavy selling and 
the reaction appeared to be technical after advances of 


the past few days. 


General Motors was off fractional. 


Some of the accessory stocks closed with small gains. 


Auburn’s Reorganization 


Hearing Set 


Special to Automotive Daily News 

CHICAGO.— Jan. 7 has been 
set as the date for the hearing 
on a petition for reorganization 
of the Auburn Automobile Co. 
and the subsidiary Lycoming 
Mfg. Co. The hearing will be held 
in Fort Wayne, Ind., before 
Thomas W. Slick, federal judge 
of the United States. district 
court. 


The Auburn company and the 
Lycoming company filed the pe- 
titions for reorganization under 
section 77B of the amended bank- 
ruptcy laws. In the formal state- 
ment, it was said the move was 
“a constructive measure designed 
to conserve the interests of all 
stockholders and creditors of the 
two companies.” Operations will 
be continued by both companies, 
the statement declared, and reor- 
ganization plans will be filed at 
an early date. 

The Cord corporation holds 
65,124 shares of Auburn stock ac- 
cording to the latest statement 
on Oct. 31. The shares at that 
time had a market value of $700,- 
085 and a book value of $2,872,- 
838. Cord corporation holds 15,- 
000 shares of Lycoming common 
with a market value of $375,000 
and 5,194 shares of Lycoming pre- 


for January I 


ferred with a market value of 
$519,000. 

The Auburn company, which 
has not manufactured automo- 
biles for some time, will continue 
the manufacture of refrigerator 
cabinets and washing machines, 
in which it recently has been en- 
gaged. 


Crude Rubber Tonnage 


In Nov. Set at 33,900 
NEW YORK.—Consumption of 
crude rubber by manufacturers 
in the United States during No- 
vember was placed this week by 
the Rubber Manufacturers Assn. 
at 33,984 long tons, compared with 
38,707 in the previous month and 
50,433 in November, 1936. 


Total domestic stocks of crude 
rubber on hand Nov. 30 were 
estimated at 217,586 long tons, 
compared with 195,685 for the 
previous month-end, and 211,480 
on hand Nov. 30, 1936. 


Stockholders at Record 


SCHENECTADY, N. Y—General 
Electric will pay its 161st, or fourth 
quarter, dividend on Dec. 20 to 197,- 
104 stockholders, the largest num- 
ber in the history of the company, 
according to W. W. Trench, secre- 
tary. 


AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS, FRIDAY, DECEMBER 17, 


1937 


(Furnished by Wm. C. Roney Company, Union Guardian Building, Detroit) 


NEW YORK 


Last Sale 
. 17 Dec. 10 


1937 
High 


Low 





Allis Chalmers Mfg. 
American C. 
American Chain 
Auburn Auto 

Bendix Aviation 

Beth. Steel 

Bohn A. & B. 
Borg-Warner 

Briggs Mfg. 

Budd Mfg. Co., 

Budd Wheel Co. 

Chic. Yellow Cab (1) 
Chrysler 

Cleveland Gr. 

Collins & Aikman 
Com. Credit 
Commercial Inv. 
Continental Motors 
Curtiss-Wright 
Curtiss-Wright A 

du Pont de Nemours 
Eaton Mfg. 

Electric Auto-Lite 
Electric Storage Battery 
Evans Products 

Federal Motor 


Deemer. OE Ws ssaceastesaan a 


Gabriel Co. A . 
General Elec. 
General Motors . 
Glidden 
Goodrich, 


Goodyear T. & R. = 


Graham-Paige 
Hayes Body Corp. 
Houdaille-Hershey B 


Houdaille-Hershey A ........... +. ii 


Hudson Motor 
Hupp Motor 

Inter. Harvester 
Johns-Manville 
Kelsey-Hayes W. 
Kelsey-Hayes W. B. 
Lee Rubber & Tire 


23% 
191, 
27% 


45/4 
257s 
174 
A 
13 
5578 
27, 
26's 24% . 
2 10', 
24% ? ° 
SV, 4 
: 19% 
4\, 3/ 
1% 
1214 
13 
sees 11% 
25/4 131, 
387/s 5, 
41%, | _ 


79 
413, 
621, 
48), 
38); 
26 

203/, 


34 
134% 
18! 
15 


16/4 
31/, 


. 12% Motor 
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Libbey-Owens-Ford Glass 
Ludlum Steel 

Mack Trucks (1) 
Midland Steel 


Motor Wheel 
Murray Corp. /3 6 
Nash Kelv. 


Stewart-Warner 
Studebaker 

Sl SR ovina ssanenne exe om 4 
Thompson Products 
Timken-Det. : 
Timken Roller Bear. 


Westinghouse E. 


244 Willys Overland ..... 
Yellow Truck ........ 
Young Spring & Wire . 


3, Asbestos Mfg. 
Bendix Aviaticn .... 
Borg-Warner... 
10 Houdaille-Hershey 
Modine Mfg. 
Perfect Circle 
/, Pines Winterfront 1% 
Woodall Industries 


Federal Mogul 
Hoover Ball Bearings 
4 Murray Corp. 


Last Sale 

NEW YORK Dec. 17 Dec. 10 
38 
18 

21% 

29% 

21% 

124% 


Products 


11 


Mills 11% 


Packard “ 5 
Raybestos Manhattan 
Reo Motor . 
Republic Steel Corp. 
Socony Vac. 
Sparks-Withington 


2% 
181, 
15 

2% 
131, 
10% 
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Industrial Alcohol 
Rubber 


Motors . 
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DETROIT 
9% 
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Steel Outlook 
Improves As 


Orders Rise 


YOUNGSTOWN, O. Slight 
signs of improvement in the steel 
market, apparent a week ago, 
have been multiplied and a dis- 
tinct change in sentiment has 
taken place. In both eastern and 
western centers, encouragement 
has come from a slightly better 
volume of orders from miscel- 
laneous sources, executives 
throughout this area assert. 


In some cases important sellers 
last week booked the best ton- 
nage in six to eight weeks and a 
midwestern mill has_ increased 
operations 10 points on the basis 
of increased orders. 

The increase in buying is in 
small lots for immediate deliv- 
ery, indicating inventories are 
being depleted and assortment 
broken, a harbinger of larger 
buying after the year end. 

Steel operations last week de- 
clined further, losing 3.5 points to 
27 per cent of ingot capacity. 
However, in several instances 
schedules for this week call for 
additional open hearths and the 
rate may recover a few points. 

The Youngstown district opera- 
tions declined eleven points to 24 
per cent of capacity, while Wheel- 
ing, W. Va., remained at 30 and 
Cleveland 31. 


Willys Plant Shut 
After Topping 37 
Plans by 20,000 


TOLEDO.—Willys-Overland Mo- 
tors, Inc., Thursday closed its 
plant here in a curtailment which 
will extend indefinitely into Jan- 
uary. About 4,000 employes are 
affected. 

The company produced 80,000 
cars in the last 12 months or about 
20,000 above the year’s schedule, 
David R. Wilson, president, said. 

During the curtailment, the 
plant will be prepared to produce 
a new type delivery truck, Wilson 
said. 


Stricter Chain Store 


Tax Sought in Ga, 


ATLANTA.—A bill to “revamp” 
the chain store tax act, tie up 
“loopholes” and raise chain store 
taxes in some instances, has been 
introduced in the house of repre- 
sentatives. 

The measure is designed to in- 
clude corporations which own 
many stores in other states but 
only a few in Georgia. It was 
pointed out that the law “now 
levies a comparative small tax on 
chains with four units in Georgia 
and many others in other states. 
This bill would put such a chain 
in a new classification and would 
place a top tax of $300 on stores 
in chains of more than 50, as 
compared with the present top 
levy of $200.” 


Motor Deaths Score: 
212 as Against 219 

WASHINGTON. — Deaths 
caused by motor vehicles in 127 
major cities during the week end- 
ing Dec. 4 totaled 212, 7 less than 
in the corrésponding week of last 
year, according to the bureau of 
the census. 

Fatal accidents in the 127 cities 
during the first 48 weeks of 1937 
totaled 8,842, compared with 8,173 
for 1936, an increase of 8 per cent. 


Goodyear’s Dividend 


MONTREAL.—Directors of Good- 
year Tire and Rubber Co. of 
Canada, Ltd., have declared a 
quarterly dividend of 68 cents a 
share on common stock, and 1% per 
cent on preferred, both payable Jan. 
3, 1938, to shareholders of record 
Dec. 14, 1937. 





Sparks 


(Continued from Page 1) 


sored by the Chamber of Com- 
merce and the Merchants and 
Manufacturers Assn. Included in 
the movement is the Motor Car 
Dealers Assn. of Los Angeles, 
which is headed by Earl Carp- 
enter, Studebaker distributor. 
The dealers have become most 
militant in this movement and 
should carry a lot of weight, be- 
cause numbered in their ranks 
are many who stand high as 
business men in this community. 
The fight against racketeers has 
just started but the movement 
has the earmarks of success on 
its ticket. 
* om * 
THE DEALERS 
TION had a_ luncheon 


ASSOCIA- 
here 


Thursday of this week and hon- | 


ored this conductor by placing 
him at the speaker’s table on the 
right of President Carpenter, 
who was flanked on the other side 
by Charles W. Nash, chairman 
of the board of the Nash-Kelvin- 
ator Corp., and who spends his 
winters in Los Angeles. Listen- 
ing in to what was said about 
me, I learned that the used car 
situation is the one most dis- 
cussed at the present time and 
that it is the same only story— 
over-allowances on the trade-ins, 
which naturally have a most de- 
pressing effect on the sale of new 
cars. What can be done with 
those dealers who go overboard 
on trade-ins is something that is 
being given keen attention on 
the part of the leaders of the 
association who hope to curb this | 
great evil. 
* + * 

FACTORY -DEALER relations 
here seem most amicable and | 
none seems to be grouching about 
them. In fact, several of those} 
at the luncheon went out of their 
way to assure me of this but they 
do want something done about 
over-allowances, which will clear 
the muddy waters and make it 
possible for dealers to make 
money, which, after all, is why 
they are in business. 

* = z 


I’M HERE several days behind 
some of the factory sales brass 
hats who are out here checking 
conditions on the west coast. Bill 
Holler, of Chevrolet, was here 
only last week and addressed a 
meeting of some 1,500 of his deal- 
ers at the Ambassador. Holler 
told them his October deliveries 
nationally totaled 61,000 units, 
three times that of October, 
1936. 

* * * 

BUICK’S HUFSTADER also 
was in town a week ago Friday to 
talk to his dealers and to an- 
nounce enthusiastically that 
Buick was in third place in 
Southern California November 
sales. Buick has only 619 cars to 
go in December to set an all-time 
high for itself in Southern Cali- 
fornia for any one calendar year. 
A feature of the dinner at which 
this statement was made was the 
distribution of the Los Angeles 
Examiner, which replated its 
front page and blazed forth in 
the headlines, “Buick in Third 
Place, Year Nears’ All-Time 
High.” 

* * * 

FORREST AKERS, Dodge’s 
director of sales, also is on the 
coast and getting big turnouts for 
the meetings which he is holding. 
He, too, finds Dodge dealers are 
rounding up all the business in 
sight at this time of the year and 
during the slump in sales that 
everyone here admits has taken 
place. 

* * ~ 


PINCH HITTING for Chris is| 
an assignment which makes I.| 
William of the Callahan Clan jjit- 
ter with stage fright. Neverthe- 
less, before heading for the coast 
where he is now basking in the 
Los Angeles fog, Maestro Chris 
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New Indiana Weight Tax 
On Trucks Eftective Jan. I 


Chris 


Y Sinsabau gh 


| 
by shipments. Since the intro-| 


duction of the new line the| 
company has added 75 dealers | 
to its staff and 10 distributors. | 
This means that there is consid-| 


| erable dealer sampling still to be| 


Being just about a month since} 
the new Gra- 
ham line made 
its public debut, 
Russ Valpey, 
vice - president 
in charge of} 
sales, devoted a| 
good part of the 
late morning 
and lunch hour 
Wednesday to 
give us the low- 
down on what 
progress has 

to date. 

* . + 


GRAHAM PRODUCTION 


F. R. Valpey 


been made 


at 





| the present time has been stepped | 


| up to a five-day week with out- 
put running around 120 units per 
| day. There is a goodly bank of 
orders on hand which is being 
augmented at about the same 





| speed that it is being diminished 


done, which coupled with the fact | 


| that retail deliveries are building | 


up rapidly, gives promise of well | 
sustained schedules throughout 
January. Distributor and dealer 
reaction to the new models has 
been as heartening to Valpey 
as the public reception at vari- 
ous shows. He read several let- 
ters from widely scattered dis- 
tribution points commending the 
designers and engineers on their 
product and projecting require- 
ments for the coming months. 
These letters have confirmed Val- | 
pey’s confidence that Graham can 
expect the early signing of out- 
lets that will reflect themselves 
in increasing the bank of orders. 
Just how well the supercharger 
is taking on is shown in the fact 
that this year between 43 and 45 
per cent of all orders call for su- 
perchargers against 40 per cent a 
year ago. Only 26 per cent of or- 





ders are for standard models and 
the remainder are the larger jobs’ 


Special to Automotive Daily News 
SOUTH BEND.—AIl owners or 
operators of trucks, 
trailers, semi-trailers, 
and motor buses 


house cars 
on Indiana 


highways must pay a tax in 1938 | 
|in addition to the annual license 


fee. This new source of revenue 
is contained in the 
act, which becomes effective Jan. 1. 

The name “weight tax” is a 
misnomer, for the weight of the 
vehicle nor its load does not fig- 
ure in the tax assessment. The 
tax is based on the size of the 
tires on the vehicles under a com- 


plicated schedule set up by the| 
the | 
larger the tax. Tire dealers have | 


act. The larger the tires 


started a campaign to induce 


truckers to equip their machines | 


which gives a good idea that 
price is not the deciding factor 
when John Buyer sees something 
that pleases him. 





tractors, | 


weight tax | 


19 


, with smaller tires and take ad- 
| vantage of a lower tax. 

Exemptions are publicly-owned 
vehicles and two-wheeled trailers 
pulled by passenger cars. The law 
has been interpreted to include 
farm tractors when driven across 
or over a public highway. 

The law provides that after 
Jan. 1, 1939, no vehicle will be 
| permitted upon Indiana highways 
unless it is equipped with pneu- 
matic tires. The weight tax is 
computed upon a schedule based 
upon tire size and loaded axles. 
The front axle of a motor power 
unit is excluded from the tax 
which is levied upon each of the 
| other axles of the truck or trac- 
tor and the trailer. In the case of 
dual wheels, both tires are taxed. 
The axle tax would be 50 per 
cent ,ceater than on an axle with 
only single wheels. 


-.. are we good? 


Mr. W. C. 


KENYON & ECKHARDT, INC. 


Advertising 
247 PARK AVE., NEW YORK 


Callahan 


Managing Editor 
Automotive Daily News 
New Center Bldg. 
Detroit, Michigan 


Dear Mr. 


Callahan: 


I want to thank you 


December 3, 


for your letter, 


1937 


giving 


your estimate of $231,200,000 as the present inventory 


value of used cars in dealers' 


my telegram of inquiry, 


hands. 


You will be interested to know that working from 
other data which I received at the same time I sent you 


from several estimates of $230,000,000. 


Very truly yours, 


I made up a composite figure 


F. T. Denman 


—ADN editors estimated present inventory of 


Used Cars in Dealers’ hands at $231,200,000 


—NMr. Denman says “the composite figure from 


several estimates is $230,000,000” 





asked me to keep an eye on the 
doings of Graham out on West 
Warren, for as Chris put it, “I 
think they have something there!” 


d_ = near perfect 


: 





NATIONAL SALES CALL FOR LOCALIZED ADVERTISING. | 


The advertising campaign that brings in customers 


is the kind that gets a hearing for salesmen 


You can sell more cars to your dealers if you 
put more of your advertising in the medium 
which reaches more of their customers. 

When they go after business, dealers use 
the newspaper. It gets the volume of response 
which they require. 

In key markets where other media thin 
out, the newspaper is virtually a necessity be- 
Cause it concentrates on the prospects dealers 
must sell to stay in business. 

Everybody reads the newspaper. Its readers 
are trained by habit and circumstance to buy 
from newspaper advertising. 

No other medium equals the newspaper’s 
proved ability to sell goods. No other circula- 
tion dovetails more effectively into sales work. 

In Chicago—an exceptionally good market 
for both new and used cars—your advertising 
is most effective when it runs in the Chicago 
Tribune. 

Practically as many families in metropoli- 
tan Chicago alone read the Tribune as read 
any two other Chicago newspapers combined. 
The Tribune’s full-market, all-income circu- 


lation penetrates every section of the city and 
suburbs—includes not only the cream but 
practically the entire Chicago market for 
both new and used cars. 

Only the Tribune delivers majority cover- 
age of Chicago buying power. And because 
its circulation is concentrated where dealers 
can cash in on it, the Tribune prints more 
advertising than any other Chicago medium. 

Tribune advertising is low-cost advertising. 
Per hundred thousand circulation, Tribune 


rates are among the lowest in America. 


hil 
SAE 
MEDIUM 


CHICAGO TRIBUNE 


THE WORLD'S GREATEST NEWSPAPER 


Tribune Tower, Chicago 
220 E. 42nd St., New York 


5-167 General Motors Bldg., Detroit 


820 Kohl Bldg., San Francisco 





